JOHN B. SANDERS 


With no sales experience, 
John Sanders, a former 
pilot, earned in cash over 
$10,000 in his first year as 
a Franklinite. His progress 
since then has been 
phenomenal. He has 
qualified as a Life Member 
of the MDRT;; is a member 
of our Sixty Club and Key 
Club; is a Quality Award 
Winner. 
Here is a record of his 
cash earnings: 
1949 ....$ 10,396.50 
1950 .... 10,127.79 
1951 .... 11,265.08 
1952.2... %F3,737.77 
1953 .... 22,761.81 
1954 .... 45,451.80 
1955 .... 44,661.98 


7 year total $158,402.73 


FheNATIONAL, 
UNDERWRITER 


Like Inawiance Edition 


"9 will be forever 
grateful to. the 
Fronkbin” 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 

Almost exactly two years ago I wrote you, “It 
wasn’t just luck and hard work; it was Franklin 
Specials, You don’t fly an airplane for seven years, 
and then suddenly make $10,000 the first year in our 
business without a little help.” 

In the years that have intervened, the story has 
grown more and more wonderful. Franklin Specials 
have continued to make each year gratifying beyond 
my wildest dreams. 

Today the tax angle is becoming increasingly im- 
portant to me—and not from the client’s standpoint 
either. I am calling in tax experts for myself. 

Honestly, I am completely happy, and without 
complaint. My ten calls a day on Franklin Specials 
easily produce my weekly quota. (I expect to con- 
tinue as a member of the Million Dollar Round 
Table.) And still, I have plenty of time for agency 
development. In fact, we are developing two agencies 
simultaneously. 

This is a wonderful business, and ours a wonderful 
company. But let there be no misunderstanding. If I 
didn’t have our Specials, I wouldn’t have anything 

. it would take all my time to write my own mil- 
lion—with no time left for agency development. (I 
wouldn’t have tax problems either.) 

I will be forever grateful to the Franklin for help- 
ing me to become a very well paid insurance execu- 
tive, and in a very short time. Actually, I am just 
getting started. 


Lake Charles, Louisiana 
March 26, 1956 


Yours truly, 
John B, Sanders 


An agent cannot long travel at a faster gait than the company he represents! 








The Friendly 


CHAS. E. BECKER, PRESIDENT 


FR ILA IL ET, INSURANCE 
av o ti4 COMPANY 
SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Dollars of Insurance in Force 


FRIDAY, MAY 4, 1956 

















MANAGEMENT 


OPPORTUNITIES 


MUTUAL of OMAHA and UNITED of OMAHA 


Need Top Calibre Qualified Men for Key 
Positions in Field Management 











MUTUAL of OMAHA is the Largest Company in the World 
Specializing in Health and Accident Insurance. UNITED of 
OMAHA is one of America’s Foremost Life Insurance Com- 
panies, with more than a Billion and a Half Dollars Insurance 
in Force. 





MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
Home Office: Omaha 
Canadian Head Office: Toronto 
V. J. SKUTT, President 


United Ce 


OF OMAH 


UNITED BENEFIT LIFE INSURANCE COMPANY 
Home Office: Omaha 
Canadian Office: Toronto 
N. MURRAY LONGWORTH, President 





If you are looking for security, stability and an oppor- 


tunity to be your own boss, you will find them now 


with two of the best known companies in the world. 


If you are qualified ...if you feel it’s time to move 


up the ladder, get in touch at once with Howard Dewey. 


(Use coupon below.) 


Mail This TODAY! 
Mr. Howard Dewey, 


Vice President in Charge of Sales, 
Mutual of Omaha, 

Farnam at 33rd Street, 

Omaha, Nebraska. 


I am interested in complete information. 


NAME. 


(NLU556) 








ADDRESS. 








TOWN & STATE_ 


TELEPHONE NUMBER 
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Ze NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


Industry Challenges FTC Small Companies’ 
Equal Jurisdiction Claim 


Directly Contrary to 
Intent of Congress, Say 
Three Organizations 


WASHINGTON—The _ three-to-two 
federal trade commission decision by 
which the commission asserted it has 
full jurisdiction in regulating the ad- 
vertising of all insurance companies 
issuing A&S policies has been sharply 
challenged by the insurance business. 

In a statement issued jointly by 
Health Insurance Assn. of America, 
American Life Convention and Life 
Insurance Assn. of America, the insur- 
ance business declared that the FTC 
majority opinion would “carry far be- 
yond advertising,” is “directly con- 
trary to the express intent of Con- 
gress” and “would deprive the states 
of their right to regulate insurance.” 

“Advertising is not the major issue 
at stake in the FTC’s decision,” the 
statement declares. ‘‘No company en- 
gaged in the business desires to pub- 
lish misleading advertising and the 
companies have indicated this by the 





LOS ANGELES—Following = an- 
nouncement by FTC of the issuance of 
rules to regulate A&S advertising, it 
was indicated California companies will 
not be required to sign such a. code 
because the California legislature has 
enacted statutes strictly regulating and 
providing punishment for false or de- 
ceptive advertising. 

In an informal discussion with the 
California department it was in- 
dicated Commissioner McConnell is 
considering a bulletin to California 
domiciled companies, or affected par- 
ties, stating they are not required to 
sign the proposed FTC code. 

Such a bulletin would call attention 
to California statutes and emphasize 
that the department will continue its 
long-established practice of taking 
disciplinary action against any licensee 
using false or misleading advertising 
through any media. 

Mr. McConnell has been quoted as 
stating that in one proceeding brought 
by FIC against a California company, 
FTC attorneys admitted the commis- 
sion has no jurisdiction in California. 
This confirms the generally held 
opinion that California statutes fully 
and adequately regulate insurance 
advertising. 





changes that have taken place in their 
advertising to bring it into conform- 
ance with the advertising code prom- 
ulgated by National Assn. of Insurance 
Commissioners and the rules laid down 
by the individual state commissioners.” 

Asserting that the commission’s de- 
cision would expand the authority of 
the FTC in competition with state 
laws and with the supervision of in- 
Surance by state insurance commis- 
sioners, the joint statement declared 
that the decision “is a direct challenge 
to the authority of the states to regu- 
late the business of insurance under 

(CONTINUED ON PAGE 19) 


Pansing Scores Latest 
FTC Citation Decision 
as ‘Grab for Power’ 


Characterizing the decision of fed- 
eral trade commission in the American 
Hospital & Life case as “a _ typical 
bureaucratic grab for power rendering 
the McCarran act meaningless,” Di- 
rector Thomas R. Pansing of Nebraska, 
addressing the insurance group of 
Union League club of Chicago, said it 
has implications for the entire insur- 
ance business. The fire and casualty 
people should read the decision, he 
advised, because if it stands up as the 
interpretation that will be a guide to 
the McCarran act, every part of insur- 
ance will be under a new status of 
government supervision. 

In his own case, Mr. Pansing said, 
under this decision “I am no longer 
director of anything but intrastate 
activities of county farm mutuals in 
Nebraska.” 

Mr. Pansing, when he agreed to 
address the Union League group, was 
to have talked principally about the 
events leading up to the FTC trade 
practice conference and the new A&S 
advertising code, but the American 
Hospital decision has thrown a new 
light on the entire situation, and his 
remarks were not only timely but 
significant, since he is the person 
largely responsible for organizing the 
NAIC-industry approach to a solution 
of the original FTC citations of acci- 
dent and health insurance. 

Commenting on the hearing in 
Washington April 30 in which the 
companies generally agreed that the 
FTC rules were acceptable, Mr. Pan- 
sing said it was hoped by many that 
if the rules were signed, FTC would 
drop its outstanding citations, but the 
three to two vote in the American 
Hospital case has caused controversy 

(CONTINUED ON PAGE 19) 


Group Reaffirms 
Goals at Tex. Rally 


At its annual meeting in Dallas this 
week, the year-old National Assn. of 
Life Companies restated its principles 
and objectives and turned a rather un- 
complimentary eye toward National 
Assn. of Life Underwriters. 

Several speakers voiced objections 
to the “unfair attacks” on the special 
policies being offered by the smaller 
companies and specifically singled out 
NALU as one of those not in accord 
with objectives of some of the small- 
er companies. 

Spotlighting the meeting were recom- 
mendations that special policies be 
devised and properly merchandised 
and, second, that smaller life companies 
enter the A&S field. 

Ellis Arnall, president of Dixie 
Life of Georgia and board chairman 
of NALC, led a panel discussion on 
“Special Policies for Today,” calling 
it the “most important problem for 
our companies.” He declared that there 
is “too much conformity in business,” 
arguing that the free enterprise system 
requires the development of new ideas 
and that public acceptance is the prop- 
er measure of the value and worth of 
the new product or merchandise. How- 
ever, he cautioned his associates by 
remarking that the “right to experi- 
ment involves a sense of responsibility, 
since it can be overdone.” 

Continuation of the original prin- 
ciples of the association was assured 
by the reelection of its official staff. 
Pierce P. Brooks, chairman of National 
Bankers Life of Dallas, is the holdover 
president. Other officers renamed are: 
Secretary—J. Herbert Graves, vice- 
president of National Old Line, and 
treasurer—B. L. Carter, president of 
Pioneer L. & C. 

Registration at the two-day con- 
vention was about 120, with repre- 
sentatives on hand from 60 of the 738 
member companies. 

In a panel discussion on taxation, 

(CONTINUED ON PAGE 20) 








Late News Bulletins... 








Administration Reported Weakening on S. S. 
WASHINGTON—The administration is reported to be weakening in its op- 
position to the Democrats social security liberalization proposals lowering the 
OASI benefit qualifying age for women from 65 to 62 and starting benefits for 
all totally disabled workers as low as age 50. There is talk of a compromise— 
start women’s benefits at 62 but at a reduced rate and start disability payments 
at 60 rather than 50. The administration is extremely anxious to avoid an in- 
crease in costs. The liberalizations would be accompanied by an immediate in- 
crease in social security taxes to 244% each for employers and employes and 


334% for the self-employed. 


Let Congress Clarify FTC Role: Saunders 

CHATTANOOGA—Congress should be asked to settle the question of the in- 
surance jurisdiction of the federal trade commission “so clearly that even the 
supreme court could not by legislative rather than judicial opinion aid and as- 
sist their efforts to take us over,” said Chairman Saunders of the Texas board 
of insurance comissioners at the NAIC zone 3 meeting here. 

Mr. Saunders criticized the 3 to 2 decision of the FTC asserting concurrent 
jurisdiction of FTC with the states even where states have adequate regulatory 
laws. He pointed out that the decision involved a Texas company, American 
Hospital & Life, even though Texas has an adequate law covering A&S adver- 


tising. 


60th Year, No. 18 
May 4, 1956 








Insurers Mostly 


Acquiescent to 
Proposed FTC Rules 


Express Hope That Code 
Will Be Reasonably and 
Fairly Administered 


BY HENRY HALLAM 


WASHINGTON—The hearing on 
the A&S advertising rules of federal 
trade commission here, was concluded 
in less than three hours with Com- 
missioner Mason presiding. Several 
insurance representatives objected to 
certain provisions of the advertising 
code proposed by FTC, but in general 
the business was acquiescent. 


Mr. Mason said that the FTC ju- 
risdiction is different from that of 
state commissioners. “Our rules have 
to be drawn on the basis of what we 
can enforce. False and misleading ad- 
vertising is an unfair trade practice 
in commerce. Our jurisdiction is lim- 
ited to the FTC act.” He indicated the 
recent FTC decision on jurisdiction 
was restricted to that angle. At ad- 
journment he said the material pre- 
sented at the conference will be con- 
sidered by FTC. 

Meanwhile, the commission released 
an 88-page decision and order by Ex- 
aminer Laughlin which denied the 
application of Indiana to intervene in 
the Inter-Ocean case. This release, 
coupled with the FTC decision assum- 
ing jurisdiction over A&S advertising 
in connection with the American Hos- 
pital & Life case, has led insurance 
representatives to conclude that the 
commission is committed to go the 
limit in asserting its jurisdiction. 


Mr. Mason stated the purpose of the 
conference was to get suggestions on 
the proposed rules. He ruled out any 
questions on jurisdiction along with 
legal matters not germane to the rules. 

John P. Hanna, general counsel of 
Health Insurance Assn. of America, 
stated that though he could not bind 
member companies in their courses of 
action, HIAA believes members will 
individually cooperate with the spirit 
of the proposed rules. He said he was 
aware of the question of FTC’s juris- 
diction. However, he recognized that 
this question now is in litigation, and 
this hearing was not the proper forum 
for further discussion of that point. It 
is, of course, understood that HIAA’s 
appearance will not be construed as 
having any effect on that issue, he 
said. 

The National Assn. of Insurance 
Commissioners advertising rules and 
the proposed rules are strict, he said. 
The A&S business as a whole has con- 
curred in strict rules because it wants 
its advertising to be above reproach. 
In the prospective administration and 
interpretation of the advertising rules 

(CONTINUED ON PAGE 20) 
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LIAMA Panels Explore 


Ways to Give Life 


Insurance More Selling, Buying Appeal 


Panel discussions on how to enhance 
life insurance appeal to the buyer 
through more and easily understand- 
able advertising, and how to make it 
easier to sell by giving the agents a 
promotional hand, provided LIAMA’s 
combination companies conference at 
Washington, D. C., with practical 
points and fresh ideas. 

Henry M. Kennedy, Prudential ad- 
vertising director, said vigorous ad- 
vertising is necessary to help the agent 
overcome his greatest competition— 
the tangible products and services that 
capture potential insurance dollars. He 
said it is extremely important that the 
voice of life insurance be heard with 
increasing volume and clarity through 
TV, radio and magazines. 

He commented on the recent up- 
surge in life insurance advertising, but 
observed that the ratio of insurance 
to other forms of advertising is still 
not in balance. 

For each page of insurance adver- 
tising in today’s national magazines, 
Mr. Kennedy said, readers can find 
“45 pages advertising superbly pow- 
ered, low-slung new cars, beautiful 
refrigerators, big screen TV sets, wall- 
to-wall carpeting and a host of other 
products to make life easier and more 
pleasant.” 


Mr. Kennedy said the basic purpose 
of insurance advertising today is to 
create an atmosphere in which the 
agent can be the most effective. “It’s 
not to sell insurance directly,” he said, 
but insurance advertising generally 
provides the long-range selling help 
rather than the short-term help of 
making more sales tomorrow. Adver- 
tising can make people more conscious 
of life insurance. It can remind them 
of the basic need which life insurance 
can fill. It can bring prestige for indi- 
vidual companies and for the industry. 
all of which means that it can pave 
the way for the personal services of 
the life agent. He stressed the impor- 
tance of continuity of life advertising 
—“every month in a magazine, every 
day or week on the radio, and every 
week or other week on TV.” 

Others who participated in the “eas- 
ier to buy” discussion were Donald F. 
Barnes, advertising and promotion di- 
rector Institute of Life Insurance; 
Joseph M. Locke, supervisor of publi- 
cations Gulf Life; John L. Lobingier 
Jr., director of public relations 
LIAMA, and C. Sewell Weech Jr., di- 
rector of sales promotion Baltimore 
Life. Al B. Richardson, vice-president 
public relations, Life of Georgia, was 
chairman of the panel. 

Mr. Lobingier outlined three ways 
companies can help their agents get 
the maximum value from advertising: 
Show the agent clearly and specifical- 
ly how to use his company’s advertis- 
ing; help the agent to advertise him- 
self; and do some company advertising 
locally in the agent’s behalf. 


How the institutional program of 
national advertising works to help the 
agents sell life insurance was de- 
scribed by Mr. Barnes. He said “the 
first sale” an agent must make is to 
convince the prospect that life insur- 
ance is a good commodity to buy, and 
this is the sale for which institute 


advertising provides the most help. To 
get maximum benefit from _institu- 
tional advertising, he said, companies 
must use the institute program “as a 
backdrop for their own sales proce- 


dures and ideas.” The institute cannot 
do the job for the entire business, Mr. 
Barnes acknowledged, “But,” he said, 
“if Institute advertising can begin to 
roll out a bright red carpet for the 
agent as he enters the prospect’s home 
or office, everyone in the business has 
started to make progress.” 

Mr. Locke reported on a recent sur- 
vey of “What Combination Companies 
Are Doing in Advertising.” He said 
results of the survey led to the con- 
clusion that “no matter what the size 
of your company, advertising can help 
make life insurance easier to buy. He 
observed that most advertisers caution 
against sacrificing frequency in an at- 
tempt to spread advertising over a 
long period of time. 

As chairman of the second panel, 
L. L. Hoecker, executive vice-presi- 
dent of Home State Life, stressed the 
urgent necessity of keeping pace with 
changing times. ‘Nothing will kill 
your business like better methods in 
the hands of a competitor,” he said. 
Major changes have taken place dur- 
ing the past few years in the tech- 
niques used to sell and service life 
insurance. The early do-it-yourself 
agent is now becoming a skilled spe- 
cialist with elaborate scientifically 
prepared sales aids. “More and more 
we are emphasizing living insurance.” 

Participating in this panel were Paul 
E. Eagan, superintendent of agencies 
John Hancock; J. M. Hamilton, assist- 
ant agency director Home State Life; 
Clifton E. Reynolds, superintendent of 
agencies Metropolitan Life and Roy L. 
Thomas, director of field training Lib- 
erty National Life. 


Mr. Eagan said it is the responsibil- 
ity of home office sales promotion men 
to see that the story of life insurance 
is brought to the people in understand- 
able terms, taking the mystery out of 
policy provisions, and making certain 
that this story is geared to what life 
insurance will do for the people today. 

Mr. Hamilton talked about “time 
savers” his company recently installed 
to give agents more selling time. “One 
of our first changes,” Mr. Hamilton 
said, “was to call accounts every other 
week instead of every week. This gave 
every agent two extra field days each 
month.” 

Mr. Hamilton’s company also de- 
cided to construct company-owned 
air-conditioned district offices with 
large parking areas. “Our experience 
so far with three of these buildings 
gives us nothing but optimism toward 
the value of company-owned district 
offices being a big time saver. One step 
beyond time saving was the improve- 
ment of morale.” 

Mr. Reynolds discussed the value of 
“testing before using,” and made sev- 
eral suggestions for field testing: (1) 
Sell the managers on the new plan. 
(2) Do not be overly influenced by the 
field testing results of specialists such 
as the field training division. They are 
ambitious young men who are out- 
standing salesmen and will make any- 
thing work. (3) Not all plans are in- 
tended for general use. (4) Make sure 
for general distribution is done with 
the field testing of material intended 
average men under normal conditions. 
(5) Any new sales idea will fall flat 
on its face unless it is enthusiastically 
presented. 

Mr. Thomas told how Liberty Na- 
tional last year merchandised success- 
fully its new weekly premium acci- 


dent policy among its own policyhold- 
ers by the “you are selected” approach. 

Most of the agents, he said, handle 
themselves in the presence of policy- 
owners so as to create the impression 
that they are there not to sell, but 
rather to make available for purchase 
to a specially selected family a most 
unusual plan of accident insurance. 


Fort Heads LIAMA 
Combination Group 


Rufus E. Fort Jr., vice-president of 
National Life & Accident, was elected 
new chairman of LIAMA combination 
companies at the group’s§ annual 
meeting in Washington, D. C. He suc- 
ceeds William P. Lynch, 2nd _ vice- 
president of Prudential. 

Elected as new committee members 
are Charles H. Kendall, Washington 
National; W. Sheffield Owen, Life of 
Georgia, and W. W. Cherry, American 
National. 

A panel discussion at the meeting is 
reported on this page. Reports of other 
events of the meeting will appear in 
subsequent issues. 


N.Y. Life Wins Right 
to $30,000 in Buntin 


Disappearance Case 


NASHVILLE—Tennessee supreme 
court has ruled that New York Life 
is entitled to recover the $30,000 re- 
maining out of the proceeds of two 
$25,000 life policies paid to the bene- 
ficiaries of Thomas C. Buntin, who 
vanished from Nashville in 1931 and 
was discovered in 1953 living in Or- 
ange, Tex., married to his former secre- 
tary. In the meantime, his beneficiaries 
had him declared legally dead and 
collected his insurance proceeds. 

The court’s 3-to-2 decision reversed 
a lower-court ruling that Mr. Buntin 
was still legally dead and the bene- 
ficiaries didn’t have to give back what 
was left of the proceeds. The supreme 
court held that Mr. Buntin committed 
a fraud on the court and that New 
York Life had thus been required to 
make payment on a contract which 
called for payment only upon his 
death. 

In view of this fraud, New 
York Life is entitled to sue in equity 
court for recovery of the money for 
return of the $30,000 still in the hands 
of Nashville Trust Co. and Broadway 
National Bank, which have been hold- 
ing the money in trust. 

New York Life reopened the case in 
1953, contending that Mr. Buntin had 
been located. A Nashville newspaper 
disclosed that Mr. Buntin and his 
former secretary were living in Orange, 
Tex., as Mr. and Mrs. Thomas C. 
Palmer, with their six children. They 
are still living there. 


Redeker to Address 
N. Y. Assn. on May 11 


New York City Assn. of Life Under- 
writers will sponsor a luncheon at the 
all-day spring delegate meeting of 
New York State Assn. of Life Under- 
writers on May 11 in Hotel Sheraton- 
Astor in New York City. 

Harry S. Redeker, general counsel 
of Fidelity Mutual Life, will discuss 
the “Split-Dollar Plan and its Tax 
Implications.” The New York City as- 
sociation is holding its monthly edu- 
cational session in conjunction with the 
delegate meeting. 














John J. Kraniak, manager of Pru- 
dential’s Lakeside district at Milwau- 
kee, was honored at a _ luncheon 
marking his 40th anniversary with the 
company. 


Martin Warns A&S. 
Code Doesnt Save 
State Authority 
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Ad Rules Admission of 
State Failure in That 
Area, He Tells NAIl 


Hard hitting blows for the caug 
of state insurance supervision wer 
struck by Wade O. Martin Jr., secre. 
tary of state and insurance commis. 
sioner of Louisiana, in addressing 
luncheon meeting during the New Or. 
leans regional meeting of Nationa 
Assn. of Independent Insurers. 

He voiced the belief that the adop. 
tion of the A&S advertising code ha 
little if any significance in the ulti. 
mate preservation to the states of the 
right to regulate and tax the insurance 
business exclusively. He challenged 
the view that “after the adoption of 
the code one can relax because state 
regulation . . . has been preserved ...” 

The necessity for adoption of the 
code arose, he said, because certain 
states failed to assume the responsibil- 
ities imposed upon them by Public 
Law 15 “after 12 years of grace.” Had 
adequate laws been enacted in every 
state federal trade commission would 
have had no occasion to step in. 

Adoption of the code, as excellent an 
instrument as Mr. Martin said he con- 
cedes it to be, is simply an admission 
that PL 15 is not being complied with 
in at least one phase of the industry. 
The lesson to be learned is to appre- 
hend other inadequacies in law or ad- 
ministration and provide remedies be- 
fore the problem is dramatically pre- 
cipitated as it was when FTC started 
citing insurers. 

Mr. Martin emphasized that the al- 
ternative is not state or federal super- 
vision but rather exclusively state su- 
pervision on the one hand or dual regu- 
lation on the other. He warned that 
those who assert a preference for fed- 
eral regulation when they become un- 
happy with some aspect of state super- 
vision cannot hope to shuck state con- 
trol. Hence they should bend their 
efforts to help make state regulation 
adequate and reasonable. He noted for 
instance that the railroads and utilities 
are responsible to two sets of regula- 
tory officials. Also, that railroads are 
subject to a 10% transportation tax 
levied on passengers and there is a 
federal telephone tax. 

One way in which the states might 
lose exclusive jurisdiction is through 
liquidation of insurance companies in 
federal courts. He referred to the de- 
cision of U.S. district court for Utah by 
which it undertook to set up a federal 
receivership for an Idaho insurance 
company despite the fact that Idaho 
has laws regulating such companies. 
If, he said, this court may validly as- 
sume such jurisdiction “the battles we 
have fought for state regulation not 
only will take on the character of 
minor skirmishes, but will seem like 
peace meetings compared to the bat- 
tles which we will have to fight if 
state regulation and taxation is to sur- 
vive.” 

Mr. Martin insisted that the Utah 
court’s assumption of power is clearly 
barred by the provision of PL 15: “No 
act of Congress shall be construed to 
invalidate, impair or supersede any 

(CONTINUED ON PAGE 20) 
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DALLAS—Problems facing the in- 
surance industry and plans for im- 
provements were discussed by 10 
speakers at the zone 5 meeting here 
of National Assn. of Insurance Com- 
missioners. 

Some 425 registrants, said to be the 
jargest zone meeting in NAIC annals, 
attended the two days of meetings and 
social functions. 

Major topics included the study now 
under way in Texas for application 
later this year of a graduated rating 
plan for dwellings; the challenge be- 
fore the business as a result of the 
compulsory automobile insurance law 
in New York; problems in the group 
life insurance field, and the FTC rules 
on A&S advertising. 

The commissioners handled their 
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pusiness in a brief executive session. 
Ford S. Taft of Wyoming was nomi- 
nated zone chairman and will be elect- 
ed at the national meeting in June at 
St. Louis. He was named to succeed 
Saunders of Texas, who had been elect- 
ed at the Dallas meeting for the unex- 
pired term of Garland A. Smith, for- 
mer Texas commissioner. The group 
selected Cheyenne, Wyo., and Colorado 
Springs as sites for the 1957 and 1958 
zone meetings. 

Commissioners in attendance includ- 
ed: Saunders, Wentz and Brownlee of 
Texas, Combs of Arkansas, Beery of 
Colorado, Sullivan of Kansas, Apodaca 
of New Mexico, Hunt of Oklahoma, 
Taft of Wyoming, Pansing of Nebraska, 
Martin of Louisiana, Cravey of Georgia, 
Davis of Mississippi, Leggett of Mis- 
souri and Northington of Tennessee. 

Governor Shivers, in his luncheon 
address, described the “recent illness 
of the Texas insurance industry as a 
minor one and not an epidemic.” He 
said the ills came about largely be- 
cause the Robertson law, enacted in 
1905, required companies selling in- 
surance in Texas to invest a certain 
percentage of their income within the 
state. “This law drove many eastern 
companies out of the state because in- 
vestment opportunities at that time 
did not seem to warrant their continu- 
ing activity here. Consequently, a great 
many new insurance companies were 
organized within the state. As our 
economy expanded, the activities and 
profits of the Texas companies also ex- 
panded,” the governor said. 

He pointed out that it should not be 
difficult to understand how and why 
Texas attracted a large number of pro- 
moters, fly-by-night operators “and 
all the other unwanted and unwelcome 
camp-followers of prosperity. Prospects 
of high profits and relatively low re- 
quirements produced a crop of un- 
healthy companies, intent on their own 
selfish purposes and completely una- 
ware of the serious responsibilities of 
an insurance company. 

“The failures of several large com- 
panies in 1954, revealed to the public 
and to the legislature the need for 
drastic revision of the insurance code. 
The Texas board of commissioners 
took the lead in pushing the new laws 
that were needed. The legislature acted 
with resoluteness and directness to 
eliminate the weaknesses in our insur- 
ance laws. As a result, a number of 
companies have been placed into re- 
celvership, others have failed to renew 
their licenses to operate and still others 
are facing action by the board,” he 
said. “The Texas insurance industry as 
a whole is a responsible sound industry 


NAIC Zone 5 Commissioners Nominate Taft; 
Hear 10 Speakers on Problems and Plans 


which is making untold contributions 
to the progress of the state and nation. 
And the vigor and judgment of the 
Texas commission, strengthened by 
new laws passed by the legislature, 
have protected this healthy, growing 
industry from the abuses of unworthy 
and incompetent operators.” 

Texas Commission Chairman Saun- 


ders said the commission is dedicated 
to creating and maintaining “an eco- 
nomical segment” of the industry 
“which will be a credit to the progress 
of the nation.” 


It may be, he said, that politics has 
played more than its fair share in the 
criticism of the Texas situation, or it 
may have been “an indefatigable in- 
terest on the part of newspapers and 
other media by which a great amount 
of adverse publicity to the industry 
resulted.” He said the Texas industry 


has had eras of about 10 years of rapid 
expansion, then a period of consolida- 
tion, and another of expansion. “I think 
today we are going through a period of 
consolidation,” he said. 

Ridding the state of shaky companies 
now to prevent severe failures in the 
future is part of the goal of the present 
re-licensing program, he said. 

“We are at the present time about 
60% completed in our re-licensing pro- 
gram and will in my judgment be able 
to make the deadline of May 31,” he 
said. “Therefore, any company which 

(CONTINUED ON PAGE 18) 
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Arizona, California, Delaware, 
Indiana, lowa, Kansas, Kentuc 
New Jersey, North Carolina, 
Texas, Virginia, Washington D.C, an 








—z Top Commissions on 18 Leading Policy Contracts. 
—= Production Bonus and Long-Term Vested Renewals. 
-< Non-Contributory Pension Plan for Personal Security. 
They Make Money—and You Make Money! 


—=— Appointing Their Own Agents. 
—=— Increased Bonus and Renewals on Their Agents’ Production. 
—z— Contractual Opportunity to Build Their Own Independent Agency. 

They Make Money—Their Agents Make Money 
—and You Make Money! 


-z— Ready-Made Sales Packages with Easy-to-Use Visuals. 

—2— Every-Age-Demonstrator-Books for Quick, Easy Sales. 

-= Streamlined Rate Books for Maximum Production in Minimum Time. 
They Make Money—and You Make Money!Ny 


ALL of the above Money-Makers for 
EVERY Agent in The Golden Rule Contract 
with The Golden Rule Company. 


Agency-Building Opportunities in: 
Florida, Georgia, Illinois, 
ky, Maryland, Michigan, 
Ohio, Pennsylvania, 

d West Virginia 































Clinch YOUR Personal Fortune 
with this Money-Making Magnet! 


The Golden Rule Agents’ 
Contract will ATTRACT 
and HOLD every kind 

of Agent: 


PLUS 


Friendly and Effective 
Home-Office Field Help 
for YOU in Recruiting, 
Training and Building 
YOUR AGENCY! 
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COLUMBUS MUTUAL 


The Golden Rule Life Insurance Company 
Home Office: 303 E. Broad St., Columbus 16, Ohio 


Frederick E. Jones, President; Ben F. Hadley, C.L.U., Vice Pres. & Sup’t. of Agents 
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Fear Canadian Plan 
of Hospital Cover 
May Spread to U.S. 


National Health Insurance 
Setup Needs Approval Only 
of Ontario, Actuaries Told 


The imminence of a national system 
of hospital care insurance in Canada, 
disclosed at the eastern spring meet- 
ing of Society of Actuaries, has caused 
considerable concern in this country 
among health insurance executives 
because of the possibility that what is 
done in Canada may eventually influ- 
ence similar moves in the United 
States. 

At the actuaries’ meeting in Hart- 
ford, Bruce R. Power of Canadian 
Life Insurance Officers Assn. gave the 
background of the proposed legisla- 
tion. The legislation passed by the 
national government provides that the 


latter will subsidize 60% of the costs. 

The legislation provides that as soon 

s a majority of provinces having a 
majority of the population of Canada 
ratify the plan it will go into effect 
in those provinces. 

Enough provinces have ratified the 
program and enough are certain to do 
so that the outcome really hinges on 
the decision in Ontario, which is need- 
ed for meeting the population-majori- 
ty requirement. It appears virtually 
sure of enactment in Ontario, since 
all four political parties there have 
gone on record as favoring some kind 
of national health insurance. 

Once the program has the necessary 
provinces lined up to assure the plan’s 
going into operation, it is generally 
believed that the rest of the provinces 
will fall in line without delay, except 
Quebec, where nearly all hospitals are 
operated by the Catholic church. 

The program is limited to hospital- 
ization. It excludes mental and tuber- 
culosis hospitals. 

Problems of national health insur- 
ance were also discussed by W. R. 
Williamson, research actuary’ of 
Washington, D.C., who pointed out 
some of the problems that would be 
involved if federal social security were 







introducted at the meeting. 


Shown at the annual General ‘ates Assn. caine of Washingtron Nation 
are, left to right: Stanley Olyniec, program chairman, Milwaukee; Dr. S. 
Wallace Jr., director of research, LIAMA: 
association, Newark; William H. Whorf, director of schools, LIAMA: Carl Son 
er, program co-chairman, Indianapolis and Veedersburg, Ind. Dr. Wallace 
Mr. Whorf conducted a day long session on agency building. A new line 
A&S optional renewable policy material, consisting of 11 complete sales 
including sample policies, sales literature, rate cards and relative data, 









Henry Levine, president of 


















to be amended to provide cash total 
and permanent disability benefits. He 
believes it preferable to attempt to 
solve some of the existing problems 
in this coverage rather than to create 
a whole new series of problems. 
Discussing group insurance, F. H. 
Holsten, New York Life, opined that 
accounting categories should be es- 




























GROUP MAJOR MEDICAL 


There are many reasons why Lincoln 
National agents like to sell their Com- 
pany’s new Group Comprehensive Ma- 
jor Medical coverages. These flexible 
plans eliminate the prospect’s need for 


employees, 


THE 


a basic hospital and surgical plan. 
Available to all groups of 25 or more 


LNL agent’s 

Group Comprehensive Major Medi- 
cal, added to Lincoln National’s already 
broad range of employer-employee 
benefit programs, provides another 
reason for our proud claim that LNL 
is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


lts Name Indicates Its Character 


they greatly expand the 
Group market. 








tablished only for the broad classes 
accidental death and dismemberment 
weekly indemnity, employe medici 
care and dependent medical care. Th 
maintenance of further breakdown 
for minor coverages does not seen 
warranted from the expense stané. 
point. 

L. S. Wagenseller said Metropoli- 
tan Life has abandoned its forme 
method of keeping individual account. 
ing records for each coverage. Th 
company has combined all coverage 
for dividend purposes up to $40,00i 
yearly premiums and thus is able t 
combine premiums for such coverage 
in billing and accounting. 

D. M. Irwin, Aetna Life, pointed ou 
that claim statistics must be kept sep. 
arate for morbidity studies eve 
though it is very economical to com. 
bine coverages for premium account. 
ing. 

Paul H. Jackson, Aetna Life, feel 
that group insurance should be con- 
tinued after retirement on an imme. 
diate reduced basis rather than : 
gradually decreasing basis. 

R. D. Baldwin reported that Su 
Life of Canada has been successful 
in encouraging its policyholders t 
continue insurance on their employe 
after retirment for a reduced amount. 

Philip Freedman of United Aut 
Workers union suggested that the ad- 
vance funding of insurance after re 
tirement can best be accomplished if 
the insurance is considered as an in- 
cidental benefit of a pension plan on 
a self-insured basis. 

G. W. Fitzhugh, Metropolitan Life, 
feels that the reduction of life insur- 
ance after retirement is not a nega- 
tive approach but meets the changed 
economic needs of the retired en- 
ploye. For the same reason, the medi- 
cal care benefits should not be re 
duced. 

D. W. Pettengill, Aetna Life, said 
that medical care benefits after re 
tirement should be provided by major 
medical coverage which has the pro- 
tective elements not present in a reg- 
ular medical care plan. 

J. W. Moran, New York Life, point- 
ed out that premiums for pensioners 
should be kept separate and _ should 
be self-sustaining, otherwise a grad- 
ual rise in number of retired em- 
ployes will cause the average premi- 
um rate to become deficient. 

D. D. Cody reported that New York 
Life has set up its small-group pro- 
gram (under 25 lives) to be handled 
by agents without any help from group 
representatives. It is writing a very 
satisfactory volume of such policies 
and considers the plan a practical s0- 
lution. 

R. A. Miller said Aetna Life has 4 
more restrictive program for sm 

(CONTINUED ON PAGE 17) 
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- 1 New mus om In Force New Business In Force New Business In Force 
$ $ $ 
Indiana 55 Totals Hoosier Farm Bur. .. 23,284,146 132,873,722 Life Ins. of Amer. .. 38,597 47,597 Michigan Life ............ 18,500 318,747 
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International Life 26,250 35,250 Lincoln Income Life .. 9,000 9; (G) 1,666,268 —«11,596,600 
Inter-Ocean ovens. 225,566 394,635 (I) 131,989 90,893 Ministers L & C.. ..... 00,688 1/532,668 
Jefferson Nat'l... 8,088,997 68,965,408 Lincoln Nat'l. ............ 38,533,258 267,615,192 Minnesota Mutl Life. 4,272'155 —-22'893°151 
an n orce own (G) 1,068,000 1,130,000 (G) 16,159,171 116,055,487 (G) - 4,041,000 13,406,250 
di l Jefferson Std... 1,442,746 8,531,989 Loyal Protective ry ae a Monarch Life «0... a Sas 
igur nary unless  iacetee 30,038,297 191,200,121 (G) ! ‘ (G) : : 
ay Sieures ane Sor oe * for sa ik (G) 12,596,172 104,438,203 Lutheran Mutl. ......... 974,531 11,472,375 Monumental Life ....... 3,632,167 21,508,617 
designated (G) for group a : (I) 4,400,928 46,757,237 Manhattan Life ..... GSO1L 2246784 enetit Lite | 3120004 191658;389 
i usiness figures in- ity Life ....... 1,601,031 19,297,317 (@) 132,147 683,997 Mut. Benefit Life ...... “442, '226, 
Seestrisl New be d increased | ay Bend wid 548.887 4.229.677 Mammouth L & A .. 711,000 997,000 Mutual Life, N. Y.. 8,970,220 88.656.481 
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or. , Teac 117,997 ,226,003 Mass. Muth .....:ccscccsss 983, 138, Mutual Savings ........ ; 4 
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— Lafayette Life .......... 5,659,738 41,130,841 Metropolitan Life ...... 59,004,293 476,346,308 Nat.A&H (i) 3,867 1,710 
“ 14690098 iG) 245,577 1.719.990 (G) 197,957,514 1,105,724,130 Nat Bankers Life... 444373 373/087 
—e Lorin «6 7e0eaT «Liberty L & A ........ 2,003,800 5,133,397 (1) 72311200 '231/546,245 (CONTINUED ON PAGE 15) 
Aetna Life .........0. a 54'236,039 390'0047433 
ted Labor 
—- ee as - ia . “ 9 
Amer. Bankers Life .. 8,000 - 
American Gen a siseineoots en j 
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. Income. .......... 13,349,300 352, - 
ter Noel gy ibe a District Leaders 
3,890.17 “349, 
r. Republic 417,005 302,239 
pose Travelers ose ‘a oarane 
Amer. United ............ 5002, 180 3,191,180 
2 2,091,4 3 ‘ . wie coor 7 
fates Life econ 3,514,276 3,734,522 For the first time in the history of The Life of Virginia, every top award winner 
eal (G) 3,442,0 mee Frais 
| 7,015,883 «22,221,678 for agency leadership in the Combination Division is a member of the same District 
Atlas ag 4 ecteseesssoes \aanaee 17.407,759 ag 'y sale aes 
ne oe ee ‘532,000 organization. We salute these 5 members of the Wayne, Michigan District—they 
(063: 45,930,5 : . 
Bankers Life, Ta. (a+ 3495403 11'876.719 are the company’s 1955 leaders. Their outstanding sales and service records were 
: 946,314 : : tes * , : hi 
Bankers AL Nee 268,537 1,281,860 achieved in competition with more than 1,800 representatives in over 100 districts. 
Appear —— 
ee Seeuky 4,263'331 2,531,637 And to Manager Morris Korelitz, for his demonstration of superior leadership, a 
; 89,300 é j 
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Central Life 1,279,699 3,518,943 
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(G) 310.5 450, - : ud i 5 ea a a 
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4,635,959 492; 
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L. H. McVity Equitable 


Assistant Controller 

Equitable Society has appointed 
Leonard H. McVity assistant controller 
to succeed Ear] T. Helsel, who has been 
named 2nd vice-president in charge 
of the ordinary insurance administra- 
tion department. 

Mr. McVity joined the company as 
associate actuary in 1943 after 15 
years’ actuarial experience. He has 
been in charge of the valuation and 
history card bureaus in the actuary’s 
department. He is a fellow of Society 
of Actuaries. 





Bean Retires as V-P 
of L. & C. of Tenn. 


Holt Bean, vice-president in charge 
of residential mortgage loans of Life 
& Casualty, has retired as an officer 
but will continue as a board member. 

Mr. Bean was honored by company 
executives and business associates at 
a luncheon. Presentations to him in- 
cluded a commission as a colonel on 
the staff of Gov. Clement, an award 
for his 22 years with the company, 
and a silver tea service from the board 
and officers. 





Sun Names Walters to 
Sales Promotion Post 


Sun Life of 
Canada has ap- 
pointed W. R. 
Walters = superin- 
tendent of sales 


promotion and 
training. A grad- 
uate of Wharton 
school. Mr. Walt- 
ers joined the 
company at Phil- 
adelphia in 1946 
and went to the 
head office as 
agency assistant 
in 1948. He has been associate super- 
intendent of agencies in the eastern 
U. S. division since January. 


W. R. Walters 





Murphy, Stephenson to 


Home Life Sales Posts 


Home Life of New York has ap- 
pointed Charles A. Murphy executive 
assistant and Walther S. Stephenson 
agency field assistant. 

Mr. Murphy joined the company in 
1935 and has been manager at Boston 


since 1946. He will work on a staff 
basis with John H. Evans, vice-presi- 
dent—sales, and will direct the field 
training program. 

Mr. Stephenson joined as a man- 
agement trainee in 1949 and has been 
assistant manager at Philadelphia 
since 1954. He will work in agency 
management and training. 





Revere Names Two as 


Training Executives 


Paul Revere Life and Massachusetts 
Protective have appointed Frederick 
B. Mitchell manager of training. He 
has been with Metropolitan Life for 
10 years, most recently as assistant 
manager at Trenton, N. J. 

The companies also appointed Oscar 
E. Melchert regional training super- 
visor of the central sales region, cover- 
ing 11 midwestern states, with head- 
quarters in Cedar Rapids. He has been 
in the Cedar Rapids agency for five 
years. 





American United Picks Weiner 


as Manager at Beverly Hills 

American United Life has appointed 
Morton D. Weiner agency manager at 
Beverly Hills, Cal. Mr. Weiner has been 
in insurance for nine years. 











Grunded 1905 — 


If you want more income “from now on”... 


LIFE-TIME 
RENEWALS 


YOUR 
Future? 


Vested life-time renewals are an integral part of our new agency 
contracts. Top first year commissions on competitive policy contracts. 


Bonuses for achievement. Sales stimulating incentive awards. 


Write, phone or wire Claire L. Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6 


-about their problems rather than ad- 
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Nationwide Agents 
Seek Independent 
Agent's Status 


Agents of Nationwide will seek ty 
gain the status of independent locaj 
agents. This was the theme of the or. 
ganizational meeting of Nationwide 
Insurance Agents’ Assn. held in Ney 
York City. The group elected Randy 
Christensen of Hartford president anj 
Albert Boudreau, also of Hartford, see. 
retary. 

Eleven vice-presidents will be elect. 
ed in 11 regions at local meetings with. 
in the next two weeks. The agents 
increased their dues from $10 to $50 go 
a full time manager could be employed, 
About 100 agents attended the meet. 
ing. 

The group discussed the contribu. 
tion they believe the association can 
make to the company. They also dis. 
cussed the company’s apparent reluc. 
tance to discuss its production and 
producer problems with the agents. 

The agents will seek to be allowed 
to act as brokers for business on line 
which the company does not write 
They will list their grievances and 
advise other Nationwide agents and 
the company of them. 

One major problem discussed was 
the cancellation of a policy by the 
company without prior notice to the 
agent. The group brought out that of- 
ten an agent will work with a client 
10 or 15 years and then the company 
will cancel the policy without explana. 
tion. The agents admitted that this 
kind of cancellation could be caused 
by error. 


George J. Ritter, counsel of the asso- 
ciation and corporation counsel of 
Hartford, pointed out the origins of the 
company and the desirable basis on 
which it was established. The agents 
chief objective is to help the company 
attain its original goals, he said. 

The association has demonstrated 
that it has acted in a commendable 
way, Mr. Ritter said. The men who 
have organized it are top agents of 
Nationwide and have the company’ 
interests in mind, he said. But they 
fear that the company is getting far 
away from its original objectives and 
the people it meant to serve. 

Mr. Ritter, in an interview after the 
meeting said, “It’s a wonder the peo- 
ple in Columbus don’t realize what the 
agents are trying to do.” He said he be- 
lieves the company will lose tremen- 
dous resources by its present course of 
action, yet has not chosen to cooper- 
ate with the association. The associa- 
tion is not trying to get the agents a 
larger share of the company, only bet- 
ter working relations with it, he de 
clared. 

Murray Lincoln, president of Na- 
tionwide, had accepted an_ invitationg 
to attend the organizational meeting 
but wrote that he was unable to do 30. 
He stated in his letter that he believes 
he should speak to individual agents 


dress a group on the over-all situation 
Three directors of the insurer, who 
previously had indicated they would 
attend the meeting, also sent regrets. 





Life of Ga. District Manager 


Life of Georgia has appointed H. 
Coleman Jackson Jr. district manage! 
at Griffin, Ga., succeeding L. C. Wood- 
all, who was named to the home office 
agency inspection department. 
Jackson, with the company since 1949, 
has been senior training assistant 
the training department. .Mr. W 
has been with the company 33 years. 
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Plan Panel on Basic 
for MDRT Convention 
Selling Techniques 


Basic selling techniques—something 
that million dollar producers retain 
their interest in no 
matter how much 
they  specialize— 
will be prominent- 
ly featured in a 
panel discussion at 
the Million Dollar 
Round Table 
cruise convention 
May 16-21 to Ber- 
muda on the 
Kungsholm™m, 
according to How- 
ard D. Goldman, 
Northwestern Mu- 
tual, Richmond, MDRT vice-chairman 
and program committee chairman. 

Paul W. Cook, Mutual Benefit Life, 
Chicago, a past chairman of the Round 
Table, will moderate this panel. Panel 
members will be Clarence E. P. 
Crauer, of Poughkeepsie, N. Y., one of 
the top 20 producers of Northwestern 
Mutual Life; Rudolf L. Leitman, De- 
troit, New York Life’s top producer in 
Michigan for the last 12 years; and 
Richard J. Wilcox, New England Life, 
New York City, who paid for a mil- 
lion his first calendar year, 1951, and 
has been doing that well or better 
ever since. 

At the traditional opening session 
Thursday morning, Malcolm Adam, 
president of Penn Mutual, the chair- 
man’s company, will speak on “Our 
Unique Opportunity”; Stanley C. Col- 
lins, president of National Assn. of 
Life Underwriters, will tell how “To- 
day’s Navigating Charts Tomorrow’s 
Course”; and Arthur F. Priebe, Penn 
Mutual, Rockford, IIl., will give the 
traditional chairman’s report. 





Howard D. Goldman 


Another featured speaker at the 
meeting will be Maynard D. Conklin, 
treasurer of Champion Paper & Fibre 
Co. of Hamilton, O. Mr. Conklin was 
for 10 years an agent of Mutual Life 
of New York ‘at Cincinnati, and then 
for seven years was trust officer in 
charge of new business and estate 
planning for the Fifth Third Union 
Trust Co. of Cincinnati. One of Mr. 
Conklin’s duties at Champion is to as- 
sist employes in the development of 
their personal estate plans and in the 
solution of their tax problems. 

Dr. C. Andrew Lawson, pastor of 
Timothy Eaton Memorial Church of 
Toronto, will offer the invocation and 
also give an inspirational, non-denom- 
inational talk. 

Other speakers, previously an- 
nounced, will be Michael D. Bach- 
rach, of Pittsburgh CPA, Charles B. 
McCaffrey, director of advanced un- 
derwriter training of Northwestern 
Mutual Life, and Denis B. Maduro, 
New York attorney and outstanding 
authority on taxation, estate planning, 
and business insurance, all of whom 
will speak at a morning session and 
then conduct “workshops” in the aft- 
ernoon. The “workshops,” another 
MDRT innovation, will be discussion 
groups led by these three authorities. 
Subjects and hosts for the two ses- 
Slons of “cabin-hopping” were an- 
nounced last week. 


Organize American Liberty Lite 
American Liberty Life Insurance Co. 

has-been organized at Jackson, Miss., 

With authorized capital of $1 million. 
- B. Harrison is president and Jesse 


L. White, former commissioner, is 
vice-president and_ secretary. The 
company will move into offices at 319- 
325 Plaza building. 





Franklin Life Appoints 


McCauley at Cincinnati 


Franklin Life has appointed William 
J. McCauley general agent at Cincin- 
nati. Mr. McCauley, who has been 
with Pacific Mutual Life of Cincinnati 
for four years, will establish the 
Franklin agency at 707 Terrace Plaza 
building. 


Kan. Agent's Assn. 
Helm to Cotton 


Kansas Assn. of Life Underwriters 
at its annual meeting at Wichita 
elected Corlett J. Cotton, Northwest- 
ern Mutual, Lawrence, president, suc- 
ceeding Grant Hoener, New York Life, 
Great Bend. 

Other officers are C. N. Peterson, 
Union Central, Topeka, 1st vice-presi- 
dent; Ernest Woleslagel, Equitable of 
Iowa, Hutchinson, 2nd vice-president; 


James O. Kershner, National Fidelity, 
Manhattan, 3rd _ vice-president, and 
Martin G. Miller, Mutual of New York, 
Toveka, secretary-treasurer. 

Sales congress speakers were Ford 
Munnerlyn, agency vice-president 
American General Life; Russell W. 
Steger, general agent of New England 
Mutual at Chicago; O. Alfred Granum, 
assistant director of agencies North- 
western Mutual; David Dick, New - 
York Life agent at Blue Earth, Minn., 
and Kenneth McFarland, noted lectur- 
er and educational consultant. 
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Progress: 1945-1955 


INSURANCE IN FORCE 





December 31, 1955 ° $3,727,726,470 a 
December 31,1945 $ 539,436,117 
10 YEAR NET GAIN * $3,188,290,353 
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Top Speakers and Fresh Sales Ideas 
Draw 250 to Decatur Sales Congress 


Approximately 250 persons were in 
Decatur for the annual sales congress 
of Decatur Assn. of Life Underwriters, 
more than double the number who 
were on hand there for the annual 
meeting of the Illinois association the 
day before. Many of those at the an- 
nual meeting stayed over for the sales 
congress while scores more went to 
Decatur especially for the congress and 
to hear the inspirational and hard- 
hitting sales talks of four speakers. 

Speakers included Robert W. Leu, 
Massachusetts Mutual Life, Peoria; 
Lester S. Roscoe, director of field 
training, Occidental Life of California; 
M. Luther Hahs, Northwestern Mutual 


Life, Cape Girardeau, Mo.; and Robert 
B. Hulsen, vice-president of Moor- 
man Mfg. Co., Quincy Il. Carl E. Lind- 
strom, assistant manager for Travelers 
at Evanston and president-elect of the 
Illinois association, was speaker at the 
luncheon of the sales congress. 

Mr. Roscoe explored thoroughly that 
quirk in humanity that makes many 
men more resistant to the sale of life 
insurance than to property insurance. 
“It’s going to take a lot of hard work to 
correct this unreasonable concept,” he 
said, “but it can be done, and success- 
ful life insurance men like you are just 
the guys who can do it. The next time 
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ALL ORDINARY LIFE FORMS * FLEXIBLE OPTIONS * LIFE INCOME * LOW NET 
COST SPECIAL * UNIQUE JUVENILE * GROUP INSURANCE * GROUP RETIREMENT 
* PENSION TRUSTS * MAJOR MEDICAL * NON-CAN DISABILITY * SPECIAL- 
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We suggest that you think of American United Life as 
your “home away from home”—in terms of a second 
company for your surplus business, or for business your 
own company does not accept. 

SUBSTANDARD BUSINESS—American United Life 
is a specialist in writing rated business, as high as 5 
times normal mortality. 


SPECIAL POLICIES—American United Life has a 
complete portfolio of contracts: low net cost and low 


contracts; major medical and non-can disability; and 


GROUP—American United Life can offer you practical 
assistance in the group field—assistance built on a flex- 
ible attitude in underwriting, selling and merchandising 
group coverage of every kind. 


You'll find American United Life always willing to 
apply to your problems its wealth of experience and 
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your prospect starts to back away at 
the mention of life insurance, I suggest 
you employ a quick switcheroo and tell 
him about a new kind of ‘property in- 
surance’ offered by your company. 
Let’s play down ‘life insurance’ and 
play up ‘property insurance’—property 
insurance to cover human money mak- 
ing machines.” 

Mr. Roscoe said there were three 
reasons why the average prospect of- 
fers less buyer resistance to property 
insurance than he does to life and dis- 
ability insurance. First, the prospect is 
unafraid. He doesn’t think he’ll die. He 
has a false sense of personal immuni- 
ty. Second, he has not reached that 
character level where, when confront- 
ed with certain decisions or issues, he 
is strong enough or big enough to place 
his possible mental and emotional pain 
and suffering second to that which his 
wife and children might face. The third 
reason, Mr. Roscoe said, is the fact 
that the life agent has failed to give 
his prospect a correct, realistic con- 
cept of the prospect’s absolute depend- 
ence upon, and relation of property 
values to human values. 

“Without human values there would 
be no property values,” Mr. Roscoe 
said, “yet we have the paradoxical sit- 
vation of having our properties in- 
sured up to approximately 80% of their 
values, while at the same time the 
human values which created these 
properties are insured for somewhere 
near 8 to 12%. Each family on the av- 
erage has just enough life insurance 
to continue the breadwinner’s income 
for one year only. 


Mr. Roscoe told of the man who 
trotted six blocks from an auto agency 
to an insurance agency to insure his 
new car. He was afraid to drive his 
new automobile that short distance 
without insurance. Yet, Mr. Roscoe 
said, this same individual, a family 
man with tremendous responsibilities 
to his wife and children, will continue 
on with practically no life insurance. 

“We are not trying to tell you that 
property insurance is unnecessary,” 
Mr. Roscoe said. “In fact, we are not 
even going to suggest that property 
insurance should be subordinated to 
life and disability insurance—although, 
frankly, it should be. We are simply 
asking for an even break. Property 
losses not covered by insurance can be 
serious—can cause setbacks and dis- 
ruptions, but unlike human losses not 
covered by insurance, property losses 
rarely affect the actual destinies of 
human beings, nor do they precipitate 
the grave and tragic consequences with 
which you and I are so familiar.” 

Mr. Roscoe stressed and restressed 
the point that the human is the most 
important of all machines and that life 
men, in effect, are selling property in- 
surance on this human machine which 
is erroneously called life insurance. 

Mr. Leu said there are about seven 
common characteristics in the success- 
ful life agent. Thev are (1) proud to be 
in the life business; (2) have confi- 
dence in the life industry, in their com- 
pany and in themselves; (3) are well 
informed; (4) know the value of com- 
munity prestige and favorable publi- 
city; (5) have developed originality and 
imagination; (6) plan their work and 
follow that plan religiously and (7), 
have will power. Mr. Leu pointed to 
will power as an especially important 
characteristic for success. He said even 
successful men get bored and fall into 
rust, but they have the will power to 
get back into the swing of things. 

Mr. Hahs, a winning speaker with a 
Missouri drawl and a fine sense of 


— 


humor, emphasized the importance g 
injecting “heart” into the business g 
selling life insurance. He told the 
agents to look beyond their commis. 
sions and on to the welfare of thej 
prospects and clients to do a really 
good job. He stressed repeatedly tha 
it’s the spirit of the inner man tha 
will determine his outward success, 

Mr. Hulsen credited life agents with 
being among the most skillful of sales. 
men and told them they should sell ip 
terms of “peace of mind,” and not ap. 
proach a prospect in a backward sale 
talk, telling him all the things he dog; 
not want to know. 

“You know what the prime objec. 
tions of the prospects are,” he said 
“So why don’t you bring them up anj 
iron them out before the prospect dig; 
them up and puts you on the defen. 
sive.” Another way to overcome objec. 
tions, he said, was to ignore them. “Py 
a good feature of your product on top 
of the objection,” he said, pointing ou 
that objections aren’t bona fide reason; 
today for not buying. 


Equitable V-P Addresses 
Peoria Life Agents 


Joseph L. Beesley, senior vice. 
president of Equitable Society, told 
some 130 persons at a meeting of Pe. 
oria Life Underwriters Assn. _ that 
“there is every good reason for opti. 
mism as we address ourselves to the 
opportunities and responsibilities of 
1956.” He said the primary reason for 
such an optimistic viewpoint is a 
“growing, dynamic economy in a na- 
tion at peace.” Another factor, he said, 
is the prevailing indication of in. 
creased savings which has developed 
within the past six months. 

Mr. Beesley also was in Peoria to 
represent the home office at an anni- 
versary party for Fred G. Holderman 
Jr., Equitable manager there, who has 
completed his 24th year with the com- 
pany. About 310 Equitable representa- 
tives from throughout Illinois went to 
Peoria for the anniversary celebration, 


MDRT Newcomers Talk 


at Southern Cal. Congress 


A panel of eight life agents who at- 
tained membership in the Million Dol- 
lar Round Table for the first time in 
1955 provided absorbing discussion for 
a large turnout at the annual southern 
California sales congress sponsored by 
Los Angeles Life Underwriters Assn. 

The “new millionaires” discussed 
some of the things that helped them 
achieve success. All except one said 
their major markets were found among 
professional and business men. 

Other associations that joined Los 
Angeles in co-sponsoring the event in- 
cluded Glendale-Burbank; Kern coun- 
ty; Long Beach; Orange Belt; Orange 
county; Pasadena-San Gabriel Valley; 
San Fernando Valley; Santa Barbara- 
Ventura, and Santa Monica-Bay area. 
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Credit A&S Rates 
Reduced in Texas 


AUSTIN—Rate reductions of about 
10% in credit accident and sickness in- 
surance along with higher reserve re- 
quirements and plans for stricter en- 
forcement, were ordered last week by 
the Texas board of commissioners to 


become effective July 1. 


The rate order, which was the first 
issued on credit business since late in 


1952, was notable in two other respects: 
The reductions amounted to only about 
half of the cut-back recommended by 
Consumers Credit Insurance Assn. at 
the April 3 hearing and, it was 
adopted on a split vote by the three- 
member board. Commissioner Morris 
Brownlee protested against the section 
leaving the amount of insurance that 
may be required at from 175 to 300% 
of the loan note, insisting that the 
maximum should be 100% of the note. 

The new credit A&S rates are: 
Eliminating first 14 days of disability, 
down from 2% to 1.8%; retroactive aft- 
er first 14 days and eliminating first 7 
days, each down from 2.5 to 2.3%; 
retroactive after 7 days, down from 
3.3% to 3%; retroactive after first 6 
days and eliminating first 3 days, each 
down from 3.5% to 3.2%, and retroac- 
tive after first 3 days, down from 5% 
to 4.5%. 

The order left the maximum rate for 
level life and reducing life unchanged, 
but eliminated certain minimum fees. 
It increased reserve requirements from 
18% to 25% of premiums charged and 
it reduced the policy writing fee on 
loans under $100. 





OK Tex. Reinsurance Agreements 
The Texas commission has approved 


a reinsurance agreement by which 
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© If you are qualified to build an agency. 
We have what we believe to be the 
best answer. 

® An excellent program from “mail to 
sale.” 

© We invite quality agency inquiries. 

© We invite brokerage inquiry. 

® Local advertising at no cost to you. 


(To age 75) 
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‘LIFE INSURANCE COMPANY OF AMERICA 


Write te JAY ARNET, Director of Agencies. 









Opportunities in Maryland, Pennsylvania, Illinois, Indiana, Delaware, Arkansas. 








United Bankers Life of Dallas took 
over all policy obligations of For- 
tune American Mutual Life of Fort 
Worth. The certificate of authority of 
Fortune American has been revoked. 
Another agreement was approved 
whereby National Underwriters Life 
of Fort Worth has ceded to United 
Bankers Life all of the outstanding 
A&S coverage written by Service Life, 
except employers group insurance. 





Ohio National Names 


4 New General Agents 


Ohio National Life has appointed 
four new general agents. They are N. 
Buster Reynolds, Fort Worth; Ray- 
mond F. Boose, Wichita; Darrel A. 
Noyes, Norfolk, Neb.; and James B. 
Bullock, Spencer, Ia. 

Mr. Reynolds succeeds Charles H. 
Kahn who resigned after 29 years as 
general agent to devote full time to 
selling. Mr. Bullock succeeds James C. 
Wenzel, now district manager at Spen- 
cer. 





Monumental Life debit agents in 
Pittsburgh cast seven votes for In- 
surance Agents International Union 
(AFL-CIO) and 28 votes against it, 
according to an election certified by 
national labor relations board. 


Kosick New President 
of Los Angeles A&H 
Underwriters Assn. 


New officers elected at the annual 
meeting of the Los Angeles A&H Un- 
derwriters Assn. are J. F. Kosick, 
Washington National, president; Rich- 
ard H. Dutwiler, National Casualty, 
Ist vice-president; Frances Sandidge, 
Massachusetts Protective, 2nd _ vice- 
president and Edward Porter, Wash- 
ington National, secretary-treasurer. 

The membership voted to continue 
to send a delegate to the annual meet- 
ing of International Assn. of A&H Un- 
derwriters. 


Dr. K. C. Young, executive secretary 
of the Los Angeles County Medical 
Assn. talked on “The Doctor and Un- 
derwriting Relations.” The doctor de- 
clared that a majority of the public be- 
lieve their A&S coverage sufficient 
while most physicians hold the opp- 
site view. Both groups agree there are 
too many loopholes in respect to setting 
of fees. He recommended that no fee be 
charged by physicians for filling out 
routine reports in insurance cases. 
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of the Company portrays its 
character. 
cates unity; the arch, stabil- 
ity; the oak leaves, maturity 
and endurance; the shield, 
strength; the scales, justice; 
the helmet, protection; the 
compass, direction; the key, 
friendship. Combined, they 
symbolize the Equitable Life 
of lowa .... a company 
keyed for Career Life 
Underwriters. 
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Publication to Tell 
Insurance Story to 
College Students 


NEW HAVEN—The Yale Daily News 
is getting up a specia! supplement in 
magazine form which will contain ar- 
ticles on all branches of insurance. It 
will be circulated free to male students 
at 55 leading colleges and universities 
in the fall. It is designed to tell students 
about insurance for their general in- 
formation, to clear up prevalent mis- 


conceptions, and to interest a greater 
number of students in the insurance 
business as a career. 

The publication, to be called Insur- 
ance World, will contain articles by 
insurance authorities and will be fi- 
nanced through advertising. The mag- 
azine is being promoted by John 
A. Neumark, national advertising 
manager of the Yale Daily News, who 
was editor of a similar publication put 
out last year, Wall Street 1955. How- 
ever, its circulation was only 10,000, 
as against a planned distribution of 
150,000 for the insurance magazine. 
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A WELL-BALANCED COMPANY 
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In ship design, it is a balance of speed, 
performance and sea-worthiness. 


In life insurance, it is a balance of new 
ideas. progress and sound principles. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ 
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Walker Describes 
Future A&S Policy 
at LIAMA Parley 


What will tomorrow’s eA policy 
look like and to whom will it be sold? 
Charles N. Walker, Lincoln National, 
considered this question at LIAMA’s 
A&S meeting in Chicago. 

Examining A&S trends that may 
have major implications for the fu- 
ture, Mr. Walker said: “For one thing, 
we must convince the public that 
major medical coverage is better than 
the first dollar hospital policy—that 
medical expenses must be insured 
from the top down instead of from 
the bottom up.” This calls for “first 
convincing ourselves, then our agents, 
and then the public.” 

The speaker ventured a prediction 
on major medical coverage—that 
“it can, should, and probably will 
ultimately replace every other form of 
medical care insurance in existence 
today.” 

Mr. Walker commented on the fund- 
amental change that has been taking 
place in the treatment of so-called 
commercial contract. “No longer is 
it a yearly or quarterly renewable 
term contract, but it is viewed as a 
continuous contract, to be kept in force 
carefully from its issue to its expiry 
date, if it even has an expiry date.” 

The attitude where the company 
refuses to insure insurability is chang- 
ing, according to Mr. Walker. He 
referred to the recent entry into 
A&S of some life companies which 
“brought with them the life insurance 
renewal concept—the basic attitude 
that a risk, once written, should stay 
insured until the purpose of the con- 
tract had been fulfilled.” 

Mr. Walker predicted that “we will 
see much more of” liberal renewal 
provisions—particularly the provision 
guaranteeing renewal absolutely, 
while reserving the right to the deter- 
mination of renewal premium scales. 
He called this the coming pattern of 
A&S coverages, and suggested that 
in a very few years this type of renew- 
al provision will have _ virtually 
replaced the present commercial form, 
so far as new business is concerned. 

Considering the contents of tomor- 
row’s A&S_ contract, the speaker 
cited an over-all change of major 
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Active esearch 


RINGS SALES TO AGENTS 


Security Life’s “Research of Public Needs” are 
projected into its Plans and Policies and geared to meet 
today’s market. Result? New wants created— 
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importance that is now taking plac 
—the trend toward selling protection 
instead of benefits. The function of 
insurance is to give protection agains 
risks the policyholder is unable tf 
afford from his own resources. Insur. 
ance is inevitably at its best when ; 
covers the risks the policyholder cay 
least afford to incur. It is at its worg 
when it covers risks the policyholde 
can afford. 

“Deductible hospital insurance is ; 
transitory form of coverage,” Mr. Walk. 
er said. “Its chief usefulness, from the 
longer term point of view, will be ip 
making it easier to educate the buying 
public to the value, and the necessity 
of medical expense coverages which 
emphasize adequacy rather than firs 
dollar coverage.” 

Mr. Walker qualified his prediction 
that major medical coverage may 
ultimately replace every other form of 
medical care insurance. He noted that 
many labor unions are not yet sold on 
the value of major medical coverage 
for their members, or even other de. 
ductible forms of coverage. Since , 
tremendous volume is sold on a group 
basis to meet specifications negotiated 
between labor and management, he 
said the thinking of the labor unions 
is an important factor in any estimate 
of how rapidly major medical can 
supplant first dollar coverage, both in 
the group and ordinary fields. 





San Fernando Agents 


Conduct Ad Campaign 


The 3 year old San Fernando Valley 
(Cal.) Life Underwriters Assn. 
staging the Valley Life Insurance Week 
in the 225 square mile area served by 
the association’s membership. The as- 
sociation is using a campaign of local 
newspaper advertising to carry its 
message and pictures of its individual 
members into the homes of 850,000 res- 
idents of the San Fernando Valley 
which has grown into an important 
residential and industrial segment of 
the greater Los Angeles area. To 
implement the program, association 
speakers are addressing each of the 
area’s major luncheon and civic clubs. 
The San Fernando association now has 
a membership of nearly 70. 





Helena Agent May Oppose 
Holmes for Mont. Post 


Alex Cunningham, local agent at 
Helena, has announced he will cam- 
paign for the Republican nomination 
to state auditor and insurance commis- 
sioner. Mr. Cunningham’s father held 
the post from 1905 to 1911, and then 
went with an insurance company. 

Mr. Cunningham is the first Repub- 
lican to enter the primary for state 
auditor, and if he wins the nomination 
he will oppose the incumbent, John J. 
Holmes, Democrat, who has had the 
position since 1933 and has filed for 
renomination. 





Chicago Roundtable Members 


See Film at April Meeting 

More than 45 Chicago A&H Round- 
table members, at the April meeting, 
viewed the U.S. army film “Shades 
of Gray” dealing with case histories of 
patients with mental disorders ranging 
from mild anxiety states to severe de- 
pressive reactions and paranoid psy- 
choses. The nominating and constitu- 
tional committee reported on the slate 
of nominees and constitution which 
will be voted on at the May meeting. 
Herb Nietzold, Bankers Life & Casu- 
alty, was chairman. 





Sammons Joins Ad Agency 

Francis E. Sammons Jr., agency di- 
rector at the home office of Bankers 
Life & Casualty, has joined the J. Wal- 
ter Thompson Co. advertising agency 
at the New York office. 
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Union Central Life 


| Names Three Managers 


Union Central Life has appointed 
as managers John H. Lowe at Denver, 
Walter W. McGuire at San Francisco 
and A. E. Kilhefner at Spokane. 

Mr. Lowe has been assistant mana- 
ger and a leading producer at Minne- 
apolis where he entered the business 
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Ww. W. McGuire 


at 
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in 1950 with Union Central. He suc- 
ceeds George P. Williams who is con- 
tinuing with the agency as associate 
manager. 

Mr. McGuire, who for seven years 
was with Retail Credit Co., got his in- 
surance start as an agent in the 
Wisconsin-Minnesota area in 1946. He 
was made production manager for a 
Portland, Ore., agency in 1951, contin- 
uing in that post until he joined Union 
Central. 

Mr. Kilhefner started in the busi- 
ness in 1935, serving the first five 
years as an agent at Honolulu. After 
World War II service, he became a 
district manager at Oakland, Cal., and 
five years later was named manager 
at Spokane for another company. Most 
recently he has been a manager at 
San Diego. 

Mr. Williams began his Union Cen- 
tral career in 1922 at Denver, became 
assistant manager there in 1941 and 
manager in 1943. He is a former officer 
of the Denver and Colorado Assns. of 
Life Underwriters. 





E. D. Langston, former actuary of 
Standard Life of Jackson, has joined 
Raymond A. Latta & Co., consultants. 





Name Lindley Treasurer 
of Mutual of New York 


Mutual of New York has appointed 
Allen L. Lindley assistant manager of 
securities investment and _ treasurer. 
He succeeds as treasurer the late Wil- 
lard T. Johns, who retired shortly be- 
fore his death. 

Mr. Lindley joined the company as 
assistant manager of securities invest- 
ment in 1952 after serving as vice- 
president and director of Douglas T. 
Johnston, Inc., investment counsel, 
and Johnston Mutual Fund. 





Card Ready for Meeting 


of Wisconsin Life Agents 


Wisconsin Assn. of Life Underwrit- 
ers will hold its annual meeting at the 
Loraine hotel, Madison, May 24. Dur- 
ing the afternoon, Wisconsin Life 
Managers & General Agents Assn. will 
also hold its business meeting. That 
evening there will be a dinner honor- 
ing A. Jack Nussbaum, Massachusetts 
Mutual, Milwaukee, past president of 
the Milwaukee and Wisconsin associ- 
ations and now vice-president of the 
NALWU. Speaker will be Austin H. Fel- 
tus, superintendent of general agencies 
John Hancock Mutual. 

The annual sales congress of the 
association, sponsored jointly with 
University of Wisconsin school of com- 
merce, will be held May 25. Speakers 
are Glenn W. Isgrig, general agent for 
Lincoln National, Cincinnati; Hilbert 
Rust, president of Insurance R. & R., 
Indianapolis; Hal L. Nutt, director of 
the Purdue course; Maurice W. Kiley, 
Stumpf & Associates agency, Madi- 
son, and Jerome A. Boyer, assistant 
secretary Northwestern Mutual. 

Richard P. McGuire, Massachusetts 
Mutual, Racine, is president-elect of 
the state association and will succeed 
C. J. Homann, Mutual Trust Life, 
Madison. 





Mitchell Retires after 


48 Years with Hancock 


Charles F. Mitchell, financial secre- 
tary of John Hancock since 1945, has 
retired after 48 years’ service. He was 


named assistant treasurer in 1935. 
| 
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Michael Browne 
of Michael 
Browne Institute, 
New York City, 
spoke on “How to 
Play a_ Creative 
Selling Role” and 
Charles T. Kings- 
ton Jr., general 
agent of Union 
Mutual Life in 
Hartford, discuss- © 
ed “The Sale of 
A&H Insurance in 
Conjunction with 


Life Programming” at an educational meeting of New York City Assn. of Life 
Underwriters. Shown from left to right are Harold A. Loewenheim, manager 
of Home Life and association president; Mr. Browne; Miss Ethel B. Karene, 
Union Central Life, chairman of Field Agents’ Advisory Council of the asso- 
ciation; Mr. Kingston and Murray White, Aetna Life, moderator of the program. 


program. 








Caldwell Joins Pan-Am 
as GA in Chattanooga 


Pan-American Life has appointed 
James C. Caldwell general agent at 
Chattanooga with offices in the James 
building. He was formerly with Con- 
necticut Mutual Life in Chattanooga 
and is active in insurance organiza- 
tion in the city. 





Cox Resigns as Met 


Manager at Paterson 


Carlton W. Cox, has resigned as 
manager of the Paterson, N.J., office 
of Metropolitan Life but is continuing 
as an insurance consultant and agent 
with the company at the same address, 
150 Ellison street. 

Mr. Cox was a trustee of National 
Assn. of Life Underwriters for two 
terms, from 1944 to 1947. He started as 
an agent with Metropolitan in 1920 
and has been a manager since 1922. 
He has been in charge at Paterson 
since 1929. 












Ohio State Life Business 


in lst Quarter Sets Record 


Ohio State Life’s production for the 
first quarter of 1956 was $15,399,018, a 
record and an increase of 64.2% over 
the first quarter of 1955. Insurance in 
force increased $11,282,853, a gain of 
112%. The company now has $320,977,- 
489 in force. Group production for the 
first quarter was $3,993,300 compared 
with $1,494,950 in 1955. Ohio State Life, 
a newcomer to the group field, is com- 
pleting the organization of its group 
department which will be in full pro- 
duction soon. 





Ohio National Issues 


Decreasing Term Plans 


Ohio National Life has introduced a 
series of participating decreasing term 
plans. Term periods of 10, 15, 20, 25 
and 30 years are available. Premiums 
are payable for a period shorter than 
the full term. The minimum initial 
amount issued will be $5,000 


Reneficial 


THOUGHTS 


“Education is the leading of human souls to what is 
best, and making what is best out of them; and these 
two objectives are always attainable together, and 
by the same means. The training which makes men 
happiest in themselves also makes them most serv- 


iceable to others.” 


That’s a bit from John Ruskin 

on the benefits of education, and 

a mighty good leaf for the books of 

a Life Insurance man, don’t you think? 
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An Answer to How Much Is ‘Adequate’ 


What’s the answer when a mutual 


fund salesman seems too willing to let 
a prospect go light on life insurance in 
order to buy mutual fund shares? Well, 
we got a pretty good answer the other 
day from a mutual fund representa- 
tive who came in to sell a program to 
one of our assistant editors. 

Frankly, we wouldn’t have been sur- 
prised to find the mutual fund man 
taking a dim view of life insurance— 
oh, maybe a few thousand of term in- 
surance, but not something that a 
smart operator would put much money 
into. 

But he advised our assistant editor, 
in addition to investing $50 a month in 
fund shares, to buy at least $20,000 of 
life insurance—and not term, either, 
but ordinary life, even though he is 
only 30 and unmarried. The mutual 
fund salesman said that he himself is 
putting better than $800 a year in life 
insurance now. and in addition he’s 


planning to buy mortgage insurance on 
the house he’s building. And of course 
he’s putting a good slug of money into 
mutual fund shares, too. 

This mutual fund salesman, who is 
only in his early 30s himself, has a wife 
and two children and so could be con- 
sidered fairly typical of the younger 
family man who has a good job, ambi- 
tion, and a need for life insurance pro- 
tection. 

So if you hear of someone whose 
idea of “adequate” life insurance is 
decidely inadequate because of what 
some mutual fund salesman has told 
him, you can point out that there’s at 
least one such salesman who’s putting 
close to a thousand dollars a year into 
life insurance—and in the 30-35 age 
range that buys quite a bit of life in- 
surance. Actions speak louder than 
words, and here’s an action that should 
outshout quite a few words of faint 
praise for life insurance. 


Anti-Politeness Editorial Draws Amens 


Our April 13 editorial, “Time to 
Stop Being So Polite,” which urged a 
less refined attitude in competing 
against the merchandisers of tangi- 
bles, has drawn a record number of 
responses from readers. All were com- 
mendatory, most of them enthusiasti- 
cally so. Apparently there is a pretty 
widespread feeling that it is time to 
fight back against this competition, 
which with ever greater skill and suc- 
cess is attraeting dollars that should 
go into life insurance and other forms 
of saving. 

We were particularly interested to 
learn that some life insurance men 
have already begun to fight back. 
Here’s what J. Bruce Trotter, vice- 
president and director of the ordinary 
department of First National Life of 
New Orleans, wrote us: 

“May I congratulate you and your 
associates upon the timeliness of your 
editorial, ‘Time to Stop Being So Po- 
lite,’ as well as the common-sense 
premise upon which your conclusions 
were formulated. 

“In my agency meetings through- 
out my company’s territory during the 
past few months, I have attempted to 
stimulate our agents’ efforts to battle 
more strongly for their share of the 
consumers’ dollar by making them 
acutely conscious of the type of com- 
petition which they are getting from 
the merchants selling tangibles. 

“One of my methods involved a col- 
lection of advertisements, ranging in 
all sizes, which I have clipped from 


newspapers which are published in 
Louisiana. 

“Examples: A unique automobile ad 
—‘Don’t buy a car until you drive it 
and then decide for yourself. Drop by 
our sales room, pick up a car and 
drive it at our expense for 24 hours— 
no obligation.’ 

“Another: ‘Watch for our 1956 mod- 
els being driven about town and your 
neighborhood (a sign identifies the 
car and the agency making this of- 
fer). Flag down the driver; get in, 
drive it yourself, etc., etc.’ 

“Miscellaneous: ‘Don’t buy a new 
gas or electric range until you see 
ours. We will allow you $50 on your 
old range, no matter what condition 
—in addition we will give you, abso- 
lutely free, a second-hand television 
set, and guarantee its satisfactory op- 
eration for six months.’ 

“Television ad: ‘Just drop in our 
store and take a look and get ac- 
quainted. A free gift, guaranteed re- 
tail value $1, will be presented to you 
for doing us the courtesy. No obliga- 
tion to buy anything.’ 

“I have many others, just as en- 
ticing and seductive. 

“After displaying about a dozen of 
such ads and discussing them, the 
reactions that I get are surprising. 

“It usually gives them a jolt, be- 
cause, strange as it may seem, though 
all of our agents have observed such 
ads more or less absentmindedly, few 
of our agents have truthfully admit- 
ted they ever considered such ads as a 


serious threat against their obtaining 
a larger part of the consumer’s dollar 
for life insurance. 

“This one idea has, in many in- 
stances that I know of, actually given 
some of our men the fighting cour- 
age to artfully and tactfully shame 
prospects into buying larger policies 
and policyowners into increasing their 
present insurance, on the basis that 
first things should come first—and 
adequate life insurance is a prime 
‘first’ to every man of family. 

“Thanks for your splendid editorial. 
It is right down my sales alley, and 
you may be sure that every agent in 
our company is going to have an op- 
portunity to read it or hear it read, 
as it backs up my current ‘preachings’ 
so beautifully.” 

We also heard indirectly of a prom- 
inent general agency’s system for 
building up such pride of ownership 
among its clients that they talk to 
their friends about their programs. 
We'll tell you more about it when we 
get the details. 

It’s encouraging to learn that some 
life insurance men, at least, are 





aroused at the swinish complacency 
of the hordes of people who should be 
buying life insurance but “can’t af. 
ford it” because they are spending gp 
much on things they can enjoy today, 
So perverted is the basic philosophy 
of many such persons that they fee] 
no shame whatever in refusing to buy 
life insurance on the ground that they 
have such heavy payments to make 
on the car they just bought! 

But let’s stop accepting such atti. 
tudes as a fact of life. Sure, people 
tend to look ahead no more thay 
they’re forced to. And their perspec. 
tive has been distorted plenty by ad. 
vertising and sales promotion in the 
field of tangibles. But except for a 
bird-brained minority, most people 
have an ingrained sense of decency 
and responsibility about their obliga- 
tions to their families and to the aged 
individuals they themselves will one 
day be. It will take some plain talk to 
bring them back to reality out of the 
dreams of never-ending high pay and 
prosperity they are now enjoying. But 
we think it can be done and that it’s 
decidedly worth doing. 








PERSONAL SIDE OF THE BUSINESS 





H. Ladd Plum- 
ley, president of 
State Mutual Life, 
has been elected 
to the board of 
directors of the U. 
S. Chamber of 
Commerce for a 
two-year term. A 
former president 
of the Worcester 
chamber of com- 
merce, he will 
represent the New 
England district. 


Edmund Fitzgerald, president of 
Northwestern Mutual Life, was one of 
four prominent Milwaukeeans honored 
by National Conference of Christians 
& Jews at its anniversary dinner in 
Milwaukee. 





H. L. Plumley 


Constance M. Twichell, LIAMA 
associate director 
of research, this 
week celebrated 
her 25th anniver- 
sary with LIAMA. 
She was honored 
during a luncheon 
of LIAMA’s 10- 
year club. Miss 
Twichell has been 
instrumental in 
the development 
of most of the sig- 
nificant LIAMA 
research projects. 
Specifically, she has helped in the 
development of the aptitude index, has 
contributed substantially to work in 
the area of cost and compensation, and 





Constance Twichell 


to preparation of periodic surveys on 
recruiting, sales, insurance in-force, 
lapse, and other statistical summaries, 


Chester O. Fischer, vice-president of 
Massachusetts Mutual Life, has been 
elected a trustee of Springfield (Mass.) 
college. 


Albert C. Espenship, assistant gen- 
cral manager of the Houston regional 
home office of Prudential, has been 
elected president of the Houston chap- 
ter of National Office Management 
Assn. Moody L. Durban, secretary of 
American General Life, was named 
vice-president of the same association. 


Robert L. Hogg, vice-chairman of 
Equitable Society, has been elected 
chairman of New York Chamber of 
Commerce committee on _ insurance. 
Charles G. Dougherty, vice-president 
of Metropolitan Life, and Clarence 
Axman, editor of The Eastern Under- 
writer, have been elected to 3-year 
terms on the committee. 


Ronald R. Pariseau, training director 
of John Hancock, has been elected 
president of Massachusetts Assn. of 
Training Directors. 


Edward M. Karrmann, treasurer of 
American United Life of Indianapolis, 
will preside at a session on manage- 
ment planning and control at the mid- 
western regional conference of Con- 
trollers Institute of America May 
20-22 in Dayton. 


Oren Pritchard, Union Central Life 
manager at Indianapolis, National 
Assn. of Life Underwriters trustee and 
candidate for secretary of NALU, was 
the subject of a two-page “profile” in 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Mur- 


ray 8-1634. Fred Baker, Southeastern Man- 
ager. 

BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. ve 2-1402. Roy H. Lang, New Eng- 


land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 


R. J. Wieghaus. Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 1-2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 


Roy Rosenuyuist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—502 Lafayette Bidg., 
Tel. Woodward 1-2344. A. J. Edwards, Man- 
ager for Indiana and Michigan. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. benno 2-9157. William J. Gessing, 
Resident Manage 
MINNEAPOLI 3, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Northwestern Manager. 

—99 John, Street, Room 
1103, Tel. Beekman 3-3958. J. T. Curtin and 
Clarence W. Hammel, New York naan 
NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Mitchell 2-1306. John F. McCormick, Resident 
Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Fred L. White, Resident Man- 
ager. 


PHILADELPHIA 9, PA.—1027 S. Broad St., 
Room 1127, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 
SAN FRANCISCO 4, CAL.—Flatiron Bldg., 544 
Market St., Tel. Exbrook 2-3054. A. J. 
Wheeler, Pacific Coast Manager. 
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the April issue of the Columbian, 
monthly magazine of Columbia Club, 
an Indianapolis social group. The 
article reviewed Mr. Pritchard’s ex- 
tensive insurance and community 


activities, 


Earl M. Schwemm, manager of 
Great-West Life at Chicago, who this 
month ' celebrates 
his 20th company 
anniversary, was 
honored at a din- 
ner in Chicago 
this week attend- 
ed by D. E. Kil- 
gour, general 
manager, and all 
agency associates. 

Mr. Kilgour re- 
viewed Mr. Sch- 
wemm’s outstand- 
ing life insurance 
career, praising 
the many great contributions he made, 
poth for the company and the industry 
as a whole. 

When Mr. Schwemm took over the 
Chicago agency in 1936 it had about 
$9 million of business in force. Today, 
despite transfer of territory and policy 
holders to new company branches, 
business in force has grown to $180 
million. The agency was 11th in com- 
pany ranking in 1936, finished in 
first place at the end of 1938 and con- 
tinued as the leading agency for the 
next 17 years. For the past 12 years, 
production has exceeded $20 million 
and April was the agency’s 142 con- 
secutive million dollar month. 

Through his many speaking engage- 
ments and considerable association 
activity, Mr. Schwemm has become 
one of the best-known figures in 
life insurance. A past president of both 
the Illinois and Chicago Assns. of Life 
Underwriters, he also has headed 
Chicago Life Agency Managers, Chi- 
cago CLU chapter and Chicago Life 
Life Insurance & Trust Council. He 
also has served on NALU committees. 


DEATHS 


JOHN S. IRELAND, 66, who retired 
in 1950 as superintendent of agency 
research of Sun Life of Canada, died 
in Queen Mary veterans’ hospital at 
Montreal after a long illness. In 1912, 
he joined Prudential Life of Winnipeg, 
which later was merged with Sun Life. 
Mr. Ireland became inspector of agen- 
cies for Sun Life in 1923, assistant 
superintendent in 1926, and super- 
intendent of agencies in 1928. During 
the next two years his duties with the 
company’s foreign branches took him 
around the world. He then took over 
Superintendency of the company’s 
eastern U. S. division. He was appoint- 
— research superintendent in 


GEORGE B. HANNON, former as- 
sistant manager of Metropolitan Life 
in Syracuse, died. Prior to his illness, 
he was with New York state unem- 
ployment insurance office in Syracuse. 


WILLIAM ELDEN, 59, general agent 
of Mutual Benefit Life in Duluth since 
1947, died. 


DIO W. DUNHAM, 83, retired editor 
of publications and public relations 
for Equitable Reserve Association, 
died after a long illness. He had retired 
in 1952. 





Earl M. Schwemm 














Plymouth Life of Austin has rein- 
sured all policy obligations of Standard 
Service Life of Austin. 


LOMA Grads Set Agendc 
for Annual on May 15 


Society of LOMA Graduates will 
hold its annual seminar May 15 at | 
Belmont Plaza hotel, New York City. | 
Frank L. Rowland, managing director 
of Life Office Management Assn. will 
speak at the dinner meeting. 

The seminar will open at 2:45 p.m. 
with a panel discussion on “Some As- 
pects of Management Planning.” Wil- 
liam W. Eitel, methods manager of 
Home Life of New York, will be mod- 
erator. Participants will be Donald 
Hyer, assistant personnel director of 
Mutual of New York; Harold B. Brian, 
assistant vice-president of Teachers 
Insurance & Annuity; John M. Gapco, 
personnel manager of Guardian Life, 
and Glen B. Gross, executive assistant 
of New York Life. 

Officers and councilors will be 
elected at the annual business meet- 
ing. 


Union Labor Life in 
Force up $33,416,271 


Union Labor Life insurance in force 
rose in 1955 to a record $771,347,440, 
up $33,416,271. Group in force ac- 
counted for $741,269,229, up $32,579,- 
510, and ordinary accounted for $30,- 
078,211. 

Ordinary individual sales totaled 
$3,738,290, up 37%. Group premium in- 
come totaled $25,137,228, up 18.7%, of 
which $7,696,604 was from group life 
and $17,440,624 from group A&S. 

The company paid $19,800,488 in 
claims to policyholders and benefici- 
aries and returned $22,542,294, or 90% 
of premiums paid, as claims and divi- 
dends. Income from premiums, invest- 
ments and other sources totaled $28,- 
643,399, up 19%. Assets rose to 
$25.092.651, up 17%. Liabilities totaled 
$19,695,284. Gross investment income 
was $737,912, up $69,512, and net in- 
vestment income after all expenses 
was $608,517, up $31,454. 





Ky. Premium Tax Bill 


Dies as Solons Go Home 
Adjournment of the Kentucky legis- 
lature ended the threat of an increase 
in the premium tax from 2 to 2%4%. 
The bill apnlied to all life companies, 
whether domestic or out-of-state. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, May 1 1956 
































Previous Current 
Week’s Bid Bid Asked 
Aetna Life ...........c.cccccscscssececeere 184 180 183 
Beneficial Standard ............... 30 30 31 
Cal.-Western States ............... 104 104 108 
Colonial Life ............scescesee 110 108 113 
Columbian National .............. 88 88 92 
Commonwealth Life ............ 20% 20% 21 
Connecticut General ............ 238 223 228 
Continental Assurance ........ 135 134 138 
Franklin Life «0.0.0... 82144 82%. 83% 
Great Southern Life . 90 90 94 
GREED Ey aves ocesscass cicenestencetessss 30% 30% 31 
Jefferson Standard 125 123 126 
Kansas City Life ................. 1335 1300 1325 
Life & Casualty .............6 3642 35% 36% 
Life Insurance Investors ... 14% 14% 14% 
Lincoln National 210 206 210 
MiSSOUTH ..........:00000 24%... radi 
National L.&A,. ou... 85 82 84 
North American, III. .......... 22 21 22 
N.W. National Life ................ 80 79 84 
Ohio State Life .........00..00. 230 230 240 
Old Line Life ..............ceesee 57 57 60 
Southland Life ......... 108 105 112 
Southwestern Life . 105 102 110 
Travelers . 1534 7334 T4%e 
United, Ill. 25 24 25 
U.S. Life ........00.004 141 140 145 
West Coast Life .... 49 49 53 
Wisconsin National .............. 57 56 60 


MR. BROKER... 


got 30 seconds? 


That’s all the time it will take to check that these 
are better term rates than any you have been able 
to offer... ‘til now. 





$100,000 
Age 30 Age 40 Age 50 
5 Year Convertible Term $515 $695 $1,385 
5 Year Renewable Term $595 $825 $1,605 


RATES NOT QUITE SO LOW ON 


SMALLER AMOUNTS, 


BUT STILL MIGHTY, MIGHTY COMPETITIVE. 


Fantastic? Not at all; No tricks, no catches; we just welcome term insur- 
ance, that's all . . . and substandard as well as standard. 


If you live outside the nine Provident States*, sorry . . . we cannot be of 
service. If you do live in one of our states, contact any of our General 


Agents, or write direct to: 


The PROVIDENT 


Life Insuran 


ce Company 


Bismarck, North Dakota 


JOSEPH DICKMAN, 


Life + Accident « 


Annuities « 


Agency Vice President 


Health «+ Hospitalization 
Pension Trust 


* Minnesota, North Dakota, South Dakota, Idaho, 
Montana, Washington, Wyoming, Oregon, California, New Mexico. 








Athantns Finest 
THE 
DINKLER PLAZA 














THE DINKLER-TUTWILER 


OTHER 


DINKLER 
HOTELS 


Birmingham 
THE 
DINKLER- 
JEFFERSON DAVIS 
Montgomery 
THE 
DINKLER- 
ANDREW JACKSON 
Nashville 


THE ST. CHARLES 





Fa 


JAMAICAN MOTOR LODGE 


=. New Orleans 


AND 


MOTOR 
INNS 


Jacksonville, Fla. 


THE BELVEDERE MOTEL 
Atlanta, Georgia 
e 
Teletype Service 
fo all Dinkler Hotels 
e 


CARLING DINKLER 
President 


CARLING DINKLER, JR. 
Executive Vice President 
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Life 

AaH| life insurance in force exceeds 

“| $972,000,000.00 

e 
Franchise - ” 

Hospitalization 

PLUS: One of the most advanced 

Brokerage agents training programs in the 

Reinsurance nation . . . Supervised offices . . . 

Trained Group men to assist 








agents . . . An alert Underwriting 
and home office staff... Top 


commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beusley, President Home Office, Dallas 








7 struction. The initial phase of South, 
Make Aé&S More Widely land Center will cost $25 million an 
Available, Sayler Urges will consist of a 42 story office build, 
A prime responsibility of the A&S 18 @ 28 story luxury hotel, an under 
‘ —— P y ground garage capable of handling 
industry is to see that a larger per- 2.000 cars per day, a ground level ar. 
centage of impaired risks is not cade of stores and shops, and a land 
denied coverage, declared John W. Say- scaped plaza. At a later date, anothe 
ler, vice-president of Business Men’s phase in the form of a 36 story office 
Assurance, at the A&S meeting in Chi- building tower will be added to th 
cago of LIAMA. He urged that A&S center. Mr. Shannon has been in real 
men “be guided by the experience of estate management for 25 years, going 
Winie®. - Bh P to Dallas from Chicago where he ha 
the life insurance business in the sub- peen an executive of L. J. Sheridan, 
standard or special class field and ap- property management firm. 
ply the same principles to A&S.” 


Mr. Sayler contended the basic rea- Schirmer Joins Gould 


sons for companies existing in the dis- Printin g as President 


ability field is “to provide income ; : 
when men and women are disabled as Walter E. Schirmer, director of pur. 


a result of accident and sickness.” He oo = ee ee = 
said he wondered if sometime there is YOMUNEental ‘assurance, has resigned 
not a temptation to follow the pattern become president of Gould Printing 


: é Corp. of Chicago. Gould Printing spe. 
set by the automobile industry and gjalizes in financial and insurance 


“sell the accessories instead of the printing, and Mr. Schirmer intends ty 
car.” embark on a program aimed at ex. 
Citing figures to show the need for panding the facilities. Gould Printing 
income is 3% times greater, on the Will initiate a customers advisory de. 
average, than for payment of hospital partment, one, function of which i 
= — gee a are Pa -~ ing specialized forms required in using 
_2are we being fair to our policyholders = ciectronic office equipment. 
if we do not make available adequate Ps Lis 
monthly income benefits of sufficient Chicago Selectors Meet 
duration—and then make certain he sacs . : 
William McKay, Prudential senior 
clearly understands the extra hazard jocearch analyst,’ discussed market 
he faces when he does not take ad- anq personnel research at the April 
vantage of our offer to provide in- meeting of Chicago Home Office Life 
demnity against loss of wages and in- Underwriters Assn. The group met in 
come due to accident and sickness?” the new Prudential Building and prior 
to the meeting toured the 41 story sky- 
scraper. The next meeting of the asso- 
ciation has been scheduled for May 16 
at the Midland hotel. 


Bankers Nat'l Sales Up 57% 


Bankers National Life sales were 
up 57% in March and up 46% in the 
first quarter. Insurance in force, total- 
ing $328,829,554, was up 67% in the 





Canton, O., Blue Cross 


Seeks Rate Increase 


Hospital Service of Canton (Blue 
Cross) has filed with the Ohio depart- 
ment a request for a rate increase on 
three of its contracts. For the group 
70-day comprehensive family contract, 
Blue Cross seeks to change the $5.50 



















Like a mighty oak from a small acorn grows, 
Southland Life Imsurance Company has 
grown in size and strength to become the 
15th largest publicly-owned (stock) life 
imsurance company in the nation. 

During the past 10 years, Insurance in Force 
has increased from $219,402,658 to over 
ONE BILLION DOLLARS. .. resources 
have increased from $48,927,868 to 
$183,885,518. 

When someone is depending on you, you can 
depend on Southland Life Insurance Com- 
pany. Let Southland Life help you plan a 
better, more secure future. 


Over One Billion Dollars Insurance in Force 


SN Southland... 
Life Insurance aia|Company_ 
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60 Branch Offices 


Home Office e 


Dallas 


LIFE e ACCIDENT e HEALTH e HOSPITALIZATION e GROUP 





first quarter. The average size ordinary 
policy issued in the first quarter was 
$10,502, up $2,968. 


monthly rate to $6.30; for direct pay 
special enrollment single ward con- 
tracts, the rate would be —— from 
$2.35 to $3.75, and for the direct pay 
special enroliment single semi-private Bankers, Ia., Adds 3 Group Men 

room the rate would be changed from rs t Life of Iowa has appointed 








$2.60 to $4. . A. Dinsmoor and James D. McInroe 
ae — oh gap agg at Chicago 

° anc. Portland, Ore., respectively, and 

Bankers National Names Arthur R. Biesenthal has been named 
G As at Cranford, NJ. a supervisor in the Chicago group of- 


fice. 
Bankers National Life has appointed Mr. Dinsmoor and Mr. Biesenthal 
Cummings-Kopatz Associates general both have previous group experience 
agents at Cranford, N.J., with offices in Chicago. Mr. McInroe was formerly 
at 30 John street. a field manager for a hospital-service 
The partners are George E. Cum- organization. 
mings and Peter J. Kopatz. 








Japanese Life Men Visit Hancock 
E. B. Shannon to Manage Japanese life insurance executives 
New Southland Center visited the John Hancock home office 

Edwin B. Shannon, former St. Louis as part of a 6-week tour of U. S. life 
and Chicago specialist in office build- companies and organizations. Between 
ing management, has joined Southland conferences, they examined a _ proc- 
Life as building manager for the new lamation by John Hancock, first gover- 
Southland Center, now under con- nor of Massachusetts. 





\TS GOOD BUSINESS 
TO SELL 






The More You Buy—tThe Less It Costs! 

No,—this isn’t a toothpaste ad. We’re talking about our 
new major coverage package—Special 5 year C & R. At age 
35, you can buy $25,000 at $6.13 per 1,000 or $100,000 at $5.68 
per thousand substandard up to Table D. 

is is only one of our highly competitive contracts. We 

invite your inquiries. 
ITE H. SMITH HAGAN, PRESIDENT 


MIDLAND NATIONAL 


Life Insurance Company 


WATERTOWN, SOUTH DAKOTA 
Licensed in Illinois, 14 states West of the Mississippi River 
and Alaska. 
SRE ESERIES 


es 
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cll Indiana 1955 Figures 
ion ang 77" 
e builg| Show $1.2 Billion Increase 
1 under. (CONTINUED FROM PAGE 5) 
landli New Business In Force 
evel ar. $ 
a land. National Farmers 198,400 = 
anothe a AS} 45,359 nia 
Y Offic Nationa! Fidelity 3198 3,198 
to the nat'l. Home Life ....... . 2,508,632 em 
in real National Life, Vt. ...... 2,809,121 26,015,869 
S, BONE Nat) LoS Ao cvsssssessssee 14/393.739 58,166,541 
he ha (G) 815,85: 2,120,233 
rer id (I) 30,266,281 97,982,460 
a8 National Life, Ta. ...... 164,006 3.377.134 
ide Life ........ 399,612 , 
Ration ) 178.918 631,967 
land Mutl. .. 8,090,059 51,170, 
eee (G) 73,1 384,937 
New York Life .......... 22,487,538 161,215,167 
(G) 5,796,795 9,584,085 
mer. Life, Il .... 626,129 408, 
of pur. X Amer. L & C ...- 2,353,699 8,192,147 
ity and— Northern Life, “agate 3,097 318,442 
stern u 
ened to — ec plipic RE Os cies RO 26,346,992 300,036,682 
Tinting Northwestern Nat. 
NE spe. eas 2,151,491 22,018,365 
surance (G) 1,370,039 po 
idental, Cal. ........ 8,894,953 31,322, 
a to Orcid Gi 4,336,072 15,798,923 
a : io National ............. 1,839,561 14,539, 
rintin Ohio ia) 38 18,757 
ng Mise States scasissssisssisce 2,395,523 14,697,720 
TY de-B oid Equity .... 392,000 —«-2.474,500 
ch willf old Line Life 75,121 1,042,305 
2velo Old Republic .............. 47,944,811 82,477,460 
Op- (G) 103,442,642 94,348,158 
A USINg§ pacific Mutual .......... 2382.241 20,456,781 
15,081,127 
Pan-American .............+ 6,455,821 
, 993,318 
| Patriot Life _............... 778,453 
: 17,263,991 
Senior ® paul Revere... 6,908,669 
market 87,580 
Apri Foon Mut, Lite os 
; P eoples BRO cence 
e Life “ 13,542,251 
met inf Philadelphia Life ...... 712,139 1,400,846 
1 prior (G) 18,436 18,348 
k Phoenix Mut Life ... 4,875,848 34,566,592 
Y SKY-§ pioneer Life... 32,170 233,332 
» asso-§ Pilgrim Life ... . 2,443,615 2,754,979 
Alay 16 Provident L & A ....... 1,193,524 2,991,025 
iG) 1,610,878 13,136,750 
Provident Mutl .......... 1,928,086 23,255,489 
(G) 8,69 30,674 
57% Prudence Life ........... 3,330,276 3,242,210 
Prudential ..........sscessssee 121,739,380 836,285,762 
were (G) 72,576,125 316,235,687 
in (I) 14,520,424 300,275,914 
e Pyramid Life, Kan. .. 1,418,470 1,411,510 
total- Pyramid Life, N.C. .. 231,732 352,164 
n the _ (G) ‘7,133,790 6,814,499 
lina Quaker City Life 
ry (I) 4,607,896 3,825,349 
r was Ranchers Life 2,296,870 2,409,512 
Reliance Mut 13,111 407,876 
Republic Natl. 774,916 9,037,006 
58,000 1,309,500 
2n Reserve Life 1.437,090 1,973,935 
inted Rex Ins. Co. 3,216,141 7,547,565 
Rockford Life 149,731 2,168,983 
Inroe 804,500 1,659,215 
icago Rural Bankers 987,900 14,024,130 
and Rushmore Mutl. 200.0000 eee 1,0 
Samaritan Life 6,000 6,000 
amed Security Benefit ...... 150,721 964,877 
D of- Security Mut., N.Y. .. 53,500 523,305 
(G) 589,200 1,450,000 
Self Help Mut .......... 267,424 848,327 
nthal Standard Life ............ 2,770,673 38,373,724 
lence (G) 2,130,000 3,916,000 
rerly Std. L & A, Okla. .... 42.500 36,600 
, (GQ) 728,745 657,750 
rvice State Farm Life ........ 5,331,831 39, a4, 123 
: (eee 7,196 
<p 1,651,889 15,029,188 
k State Mutl oo. 3,086,125 32,206,344 
; : (G) 2,743,892 11,012,486 
Hives State Security ............ 1,975,277 3,273,315 
ffi Stuyvesant Life _........ 21,455 13,193 
ice Sun Life, Canada 4,289,054 59,971,546 
life ; (G) 8,393,676 24,497,919 
yeen Sun Life, Md. ............ 793.544 1,727,541 
: : (1) 1,233,894 3,244,915 
oc- Superior Life, Pa. (I) 514.732 1,240,484 
ver- Supreme Liberty Life 290,025 965,503 
; (D 641,208 2,145,030 
Sterling, TM. wee 115,461 389,907 
Teachers 11,000 225,700 
Samii: Travelers 8,380.280 72,493,232 
ae 29,086,368 333,383,885 
Unified Reserve .......... 2,683,583 2,683,583 
Union Bankers 57,750 22,506 
Union C. & L. 4,108,465 9,194,382 
(G) 15,144,001 40,690,148 
Union Central ............ 4,936,198 40,721,645 
(G) 1,685,439 5,959,217 
Union Labor Life .... 31,541 20,497 
: (G) 14,145,033 18,678,689 
Union Life, Ml. .......... 97,590 183,305 
: (1) 373,659 496,885 
Union Mutual ............ 940,288 2,807,098 
(G) 1,291,836 1,478,325 
United Benefit .......... 1,946,119 18,434,106 
(G) 2,045,436 4,031,634 
United Home .............. 3,460,892 31,086,163 
United, TW. voces 1,290,221 4,356,212 
(I) 10,203,036 17,672,522 
SS 674,409 1,544,009 
: 379,900 3,086,000 
United Services 278,000 1,273,556 
Universal L & A .. 1,154,497 1,632,511 
University Life 390,000 390,000 
Victory Mutual 358,701 2,087,189 
Volunteer State 28,117 413,258 
3,883,980 4,511,033 
Wabash Life ............. 3,990,381 10,997,038 
Washington Nat’l 2,516,001 13,548,936 
(G 2,120,027 12,904,465 
(1) 2,136,295 6,040,219 
Western & Southern .. 28,114,782 265,433,201 
(G) 138,944 3,862,037 
(I) 24,335,588 225,123,369 








New Business In Force 


Wisconsin 


Natl ........... 4,145,247 15,899,106 

Woodmen A & L ....... 1,804,212 12,725,084 
(G) 12,949 91,746 

World (Nebr.) _ .......... 1,068,690 3,143,760 
G) 1,046,026 816,218 





Total Ord. '55  ......... 942,370,874 5,713,732,049 
Total Group ‘55 347,167,180 3,817,708,584 
Total Ind. ’55 .. 174,557,150 1,185,822,299 






- 1,464,095,240 10,717,262,933 
827,954,640 5,184,861,191 
470,459,249 3,097,244,884 
. 181,261,987 1,170,709,361 
saqaduaanacss dante 1,479,675,876 9,452,815,436 


All Classes 
Total Ord. ’54 
Total Group 54 
Total Ind. 54 . 
All Classes 





FRATERNALS 
Beer FRR 8 ssccqeoseessoserseow 294,500 10,496,905 
Croatian Catholic 148,450 1,159,003 








Police. & Fire. .......... 37,500 520,000 
Aid Assn. Lutheran .. = 196 48,962,517 
Catholic Knights ...... 250 555,380 
Cath. Order Forester 9957700 9,940,185 
Concordia Mut. ......... 361,125 2,895,734 
Croation Frat. Union 166,800 4,253,761 
1st Cath Slovak Un. 52,500 1,654,100 
Gleaners Life _............ 658,683 7,983,382 
Grand Carniolian ...... 10,200 533,195 
Greater Beneficial 20,000 569,900 
Greek Catholic Un. .. 118,500 1,596,164 
Hungarian Reformed 99,500 1,288,205 
Indp. Order Foresters 1,067,000 1,694,423 
Italo-Amer. Natl. 35,850 573,145 
Knights of Columbus 1,181,262 12,379,695 
Ladies Perm Slovak 20,000 602,827 
Luth. Brotherhood. .... 665,721 2,000,119 
Maccabees o...csccsseeees 216,183 2,483,200 
Modern Woodmen .... 1,842,816 22,979,368 
Jr. Order U.A. Mech. 17,750 622,742 
Polish Alma Mater .. 8,000 564,104 
Polish Natl Alliance 316,000 6,790,011 
Polish Rom. Cath. .... 105,500 3,458,512 
Polish Womens All. .. 195,750 3,318,849 
Prot Home Circle 135,250 2,180,607 
Royal Neighbors ...... 730,000 14,223,092 
Serb. Nath. ou. 163,000 1,644,054 
Slovak Cath. Sokol .. 78,564 1,572,064 
Slovak Natl. ............. 21,750 844,155 
Supreme Forest Wood 288,000 2,617,477 
Tinited Socities USA .. 96,000 609,612 
Wm Penn Frat. ........ 361,400 4,312,910 
Womens Ben. Assn... 185,015 3,318,431 
Womens Cath Order 

Foresters ........ceeeee 187,500 3,355,734 
Wootmen of W 784,498 4,897,226 
Totals °55 19,536,713 189,450,788 
Totals 54 15,799,848 188,584,715 





N.Y. Life Holds Ceremonies at 
Billings, Butte and Vancouver 

New York Life has formally opened 
its new branch in Billings, Mont., and 
held open houses at enlarged and ren- 
ovated offices in Butte, Mont., and 
Vancouver, B. C. 

Chairman Devereux C. Jospehs ad- 
dressed a joint meeting of the Board 
of Trade and Community Planning 
Assn. of Canada at the Vancouver cer- 
emonies. Andrew H. Thomson, 2nd 
vice-president, represented the home 
office at the Billings and Butte cere- 
monies. 


Partnership for Attwood 

James A. Attwood, former assistant 
actuary of Equitable Society, has joined 
the employe benefit plan consulting 
firm of Edwin Shields Hewitt & 
Associates, Libertyville, Ill, as a 
partner. 

Mr. Attwood is a fellow of Society 
of Actuaries. 


Parsons of Texas Pru 
Heads LIAMA School 


Everett B. Parsons, manager at Ty- 
ler, Tex. for Texas Prudential, has been 
elected chairman of the executive 
committee of LIAMA’s agency man- 
agement school held at Daytona Beach, 
Fla. Sixty-one field managers and 
home office executives representing 15 
combination life companies attended 
this school. 

Other members of the school’s ex- 
ecutive committee include Charles M. 


dent, and James A. Kearley, Atlanta 
district manager for Life & Casualty 
of Tennessee. 

Lewis W. S. Chapman, LIAMA direc- 
tor of company relations, was in charge 
of the Daytona Beach school, assisted 
by W. Frank Hancock, Sanford Y. 
Smith, and William H. Whorf. 


Occidental Opens General Agency 
at Temple, Tex., Names Morris 
Occidental Life of California has 
opened its first general agency at 
Temple, Tex., and named Earl B. Mor- 


Ellis, Life of Georgia district manager 
at Spartanburg, S.C.; Reuben J. John- 
son, Durham Life agency vice-presi- 


with Amicable Life. 


ris general agent. Mr. Morris entered 
the life business in 1952 at Temple 
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@ Even your most difficult cases in this field get 


top consideration! We're specially-equipped to 
handle ALL your Substandard-Surplus business 


with ease and speed. Write now for actual case 
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For Complete details 
write Dept. NU-1 
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YOUR TRAINING IS CONTINUOUS 





(Modern Woodmen'’s Home Office training permits agents to share 
ideas and experience that they can put to work profitably in the field.) 


when you're a Modern Woodmen Agent 


Men who keep abreast of latest developments in the 
life insurance industry are the ones who profit most. 
As a Modern Woodmen agent you keep abreast be- 


cause your training never stops. Training groups are 





purposely kept small. In this way you get virtually 
personal attention from instructors who have mastered 
every phase of life insurance . . . its principles . . . its 


uses . . . its applications and sales procedures. 


Increased earnings and the opportunity to "get ahead" 
are built into the future of every Modern Wood- 
men Agent. If you want a career with a continuous 
future . . . one that places no limits on the use of 
your talents . . . there's a place for you at Modern 


Woodmen. 


MODERN 
WOODMEN 


OF AMERICA 
Life Insutfince Since 1883 
Home Office 
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NATE KAUFMAN SAYS—‘‘Now for 12 consecutive years | have 
qualified as a member of the Million Dollar Round Table... and each 
year— including 1955 when | wrote over $2,000,000 of life insurance 
—Indianapolis Life has been the most vital factor in my success. During 
that time | have never placed a policy with any other company, which 
shows what a complete line of modern, low-cost policies they offer.” 


Watrer H. Huent, President Arnowp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Establisbed 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Iil., Ind., lowa, Ohio, Mich., Minn., Mo., N. D., S. D., Texas 
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Nate Kaufman Makes 
MILLION 
DOLLAR 
ROUND TABLE 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 





Haight, Davis & Haight. Inc. 
Consulting Actuaries 

ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 























GA. VA.-N.Y. 


BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
Management Consultants 


RICHMOND = ATLANTA NEW YORK 











ILLINOIS 






MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 
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NEW YORK 











Consulting Actuaries 
Auditors and Acc tants 











CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 


Wolfe. Corcoran & Linder 
116 John Street, New York, N. Y. 














OKLAHOMA 














W. J. BARR 





Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


peorey. S. Tressel, M.A.LA. W. P. Kelly 
M. ‘elfman, F.S.A. A. tweod 
M. &. Mescevitch, A.S.A mM, on 
O. Sneed er 


CONSULTING ACTUARY 


Classen Terrace Building 
1411 Classen Blvd. 
Oklahoma City 6, Oklahoma 
































PENNSYLVANIA 











CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigen Ave. Chicage 4, Il. 








FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 


E. P. Higgins 


THE BOURSE PHILADELPHIA 























FRATERNALS 


Maccabees Launches 
Year Long Campaign 


Maccabees has started a sales cam- 
paign which will last about a year, 
ending March 2$, 1957, and winding 
up with a sales conference at Glacier 
National Park, Mont., on June 17-21, 
1957. Qualifiers in the campaign will 
win all-expense trips to the confer- 
ence which will have headquarters at 
the Many Glacier hotel. 

Robert O. Shepler, field director for 
Maccabees, said the campaign will 
emphasize the writing of quality busi- 
ness with persistency as one of the 
major requirements. Maccabees sales 
conventions in connection with two 
previous campaigns since 1954 were 
held at Colorado Springs and Miami 
Beach. During 1955 the society enjoyed 
the best year in the production of new 
business. 


Woodmen of World Offers 
New TB Treatment Plan 


Woodmen of the World, Omaha, is 
discontinuing operations of the Wood- 
men hospital in favor of a new plan for 
free treatment of members afflicted 
with pulmonary tuberculosis at hos- 
pitals in or near their home cities. 
Howard M. Lundgren, president of the 
fraternal, said new methods and tech- 
niques are now being used to treat 
tuberculosis and many of the ideas of 
a few years ago are outdated. Of parti- 
cular significance is the fact that cli- 
mate has been proved an unimportant 
factor in the treatment of TB, Mr. 
Lundgren said. He said the new plan 
offers many distinct advantages. Treat- 
ment can be accomplished at or near 
the patient’s home and family. It as- 
sures quick, easy access to modern 
methods in lung surgery. No reaccli- 
matization is necessary. Patients now 
can complete convalesence at home, 
benefitting from family contacts and 
familiar surroundings. 











Wisconsin Fraternalists 


Elect Springob President 


MILWAUKEE—August Springob of 
Catholic Family Life was elected pres- 
ident of Wisconsin Fraternal Congress 
at the annual meeting, succeeding Miss 
Myrtle M. Gamble, Catholic Knights of 
Wisconsin. 

Others named were Joseph B. Swi- 
derski, Federation Life of America, 
vice-president, and Mrs. Gladys Pod- 
komorski, secretary. 

More than 120 representatives of the 
28 fraternal societies attended. Guest 
speakers were Commissioner Rogan 
and George H. Crowns, Catholic Order 
of Foresters, president of National 
Fraternal Congress. 





Modern Woodmen Stages 


Washington Conference 


More than 100 top-ranking Modern 
Woodmen state and district agents 
attended a three-day sales conference 
in Washington, D. C. Highlighting the 
affair was an address by Lester O. 
Schriver, managing director of Na- 
tional Assn. of Life Underwriters. 
Agents qualified for the sales con- 
ference trip by premium income and 
volume production during 1955. 


Hear Hal Nutt at Chicago 


Chicago Fraternal Underwriters 
Assn. at its quarterly meeting at Chi- 
cago heard a talk by Hal Nutt, direc- 
tor of the Purdue course. Discussion of 
answers to objections most likely to 
be presented by prospects followed. 
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Security U.S.A. 






MONTHLY 


INCOME $100. 






Cost Age 30 


8 payments 52.20 | 78.30 








107.40 





110.80 





129.40 





163.40 























Protection against loss of imcome at a 
very low premium. 


A predetermined income to assure fam- 
ily security during the years of 
growing up. 


A contract for a minimum $100 month- 
ly guaranteed income. 


A contract trimmed to the essentials. 
Written for a selected period of 
10-25 years from ages 20-60 with 
conversion privilege. 


In the event of death during the 4 
years preceding the expiration of 
the contract, income is guaranteed 





for 48 months, 


A reducing term contract, Columbian 
National’s Guaranteed Income 
Policy is minimum in cost for sub- 
stantial positive return. 


“o5., Zhe DOLUMBIAN NATIONAL 
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BOs TON MA 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 
UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 





Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Celif. 
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Actuaries Consider Wide Range of Subjects 


(CONTINUED FROM PAGE 4) 








groups under 25 lives than for the 
larger groups. Life insurance must al- 
ways be included in the small groups, 
he said. The flow of new business has 
been very satisfactory. 

A. M. Thaler explained how the 
Prudential handles the servicing of 
its small group policies through its 
agents, who are paid a servicing com- 
mission. Salaried group representa- 
tives are not used. Prudential has 
gone down to groups of 4 to 24 lives 
and generally uses individual policies 
which include both life and A&S. The 
program is working out quite satis- 
factorily. 

One of the great problems in insur- 
ing small groups is to keep the ex- 
pense rate down. In the past there has 
been much doubt that this could be 
accomplished. At this meeting all of 
the discussion was favorable and the 
actuaries feel that they are on the 
way to solving the expense problem. 

A&S, both individual and group, 
was discussed by B. E. Burton, Aetna 
Life, C. M. Sternhell, New York Life, 
I. S. Wolfson, Massachusetts Mutual, 
c. A. Siegfried, Metropolitan Life, 
H. A. Lachner, Metropolitan Life, 
R. H. Morse, Monarch Life, Valentine 








DIRECT CONTRACT opportunities in 
Indiana, Ohio, lowa, Kentucky, Missouri, 
Arkansas and Mississippi. A complete 


line of: 
e SICKNESS 


LI F E e HOSPITALIZATION 


Your reply held confidential. Write to: 
Evans M. Jacobson, Supt. of Agents 
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Management Consultants 
To Insurance Companies 
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P. O. Box 101 Queens Village, N. Y¥ 
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Howell, Prudential, R. R. Anderson, 
New York Life, and C. N. Walker, 
Lincoln National. 

Mr. Burton pointed out that the 
number of people covered by major 
medical more than doubled in 1955 
but that the potential for the average 
has been barely scratched. The ‘‘com- 
prehensive” plan with no underlying 
basic hospital, surgical or medical ben- 
efits and a low deductible such as $25 
or $50 has evoked a decided interest in 
recent months. 

Mr. Sternhell described his com- 
pany’s new major medical policy for 
individuals and stated that sales of the 
new policy have been far greater than 
anticipated. The new policy is guaran- 
teed renewable with no requirement 
of hospital confinement. It has a $500 
deductible and 25% coinsurance. 

Mr. Wolfson said group major med- 
ical coverage can be expanded by ex- 
pansion to groups either not previous- 
ly covered or inadequately covered, 
and, second, by development of a more 
attractive product. Dissatisfaction 
with an “across the board” deductible 
has led to development of a major 
medical plan which in itself is com- 
plete in the coverage of medical ex- 
penses and which either waives the 
deductible on hospital charges or 
waives coinsurance on the first $300 or 
$500 of hospital charges, or builds a 
surgical schedule into the provisions 
of the major medical policy with addi- 
tional surgical benefits available after 
a deductible, or does all three. 


Mr. Siegfried said notable advances 
have been made in the last six months 
in the number of persons insured un- 
der major medical plans. He suggest- 
ed, however, that clarification and im- 
provement of the semantics of this 
type of insurance would be helpful. 
He listed a number of problems that 
need continued study in this field, 
such as deductibles, coinsurance and 
inside limits. 

Mr. Lachner described his company’s 
new line of hospital and surgical ex- 
pense policies. One of these represents 
an innovation in the business—life- 
time coverage with premium pay- 
ments limited to the normal working 
years, that is to age 65. This policy 
represents an important step in pro- 
viding old age coverage to persons who 
are now not over 55, the highest age 
at which the policy will be issued. 

Mr. Morse outlined the difficulties 
to be overcome in providing hospital, 
surgical and medical expense cover- 
age to older people under individual 
policies and described what his com- 
pany is doing in this field. 

Mr. Walker announced that Lincoln 
National is now writing substandard 
accident and health policies with rat- 
ings ranging from 25% to 300% above 
the standard level. 

Opening the discussion on under- 
writing, A. A. Windecker, Equitable 
Society, mentioned the trend to reduce 
and in some cases to eliminate occu- 
pational and civilian aviation extras. 
While some of these reductions do not 
appear to have been fully justified, 
they may be warranted by the fact 
that very small extras are expensive 
to administer and improvements in 
mortality make it possible to expand 
the standard classes. If insurers were 
to grant standard insurance to per- 
sons in virtually all occupations and 
to most civilian flying personnel, the 
resulting increase in the over-all mor- 
tality rate would be small and, in the 


case of airline pilots, there are the 
compensating factors of good physical 
condition and high average amount of 
policy. However, if one single com- 
pany led the industry, Mr. Windecker 
felt there would be a danger of such a 
company receiving too much business 
of one class. 

R. E. Moyer, John Hancock, said the 
percentage of substandard business is 
decreasing because of more lenient 
treatment of occupational and avia- 
tion risks and medically impaired cas- 
es. The great improvement in reduc- 
ing occupational hazards in industry 
together with better living standards 
of people in those occupations have 
made it possible to reduce or elim- 
inate many occupational extras and 
further reductions can be contemplat- 
ed. Although it would be necessary to 
retain extras in the interests of equity 
to the policyholders, fine gradations of 
substandard classes are not warrant- 
ed because they would be inconsistent 
with the considerable spread between 
the best and worst lives in the stand- 
ard classfication. 

A. C. Webster, Mutual of New York, 
said that a study of mortality experi- 
ence on occupational extra business 
in his company covering nearly 20 
years, showed that the elimination of 
nearly all $2 extras and a reduction 
in many others could be justified. 


H. F. Gundy, Sun Life of Canada, 
said available statistics on occupation- 
al hazards are difficult to interpret 
and it is not easy to pick out those oc- 
cupations where the hazard has been 
decreased. The mortality experience 
of his company showed a distinct im- 
provement in the occupational extra 
group as a whole but not such as to 
warrant the complete removal of small 
extras. Instead, it was deemed pref- 
erable to pick out those occupations 
where the extras would be reduced. 
Certain broad groups such as the min- 
ing and construction industries defi- 
nitely require an extra premium and 
the elimination of such extras would 
have to be considered very carefully. 

J. E. Morrison, Great-West Life, said 
that his company has eliminated all 
$2 extras and this has resulted in 
about a 50% reduction of occupational 
extras. Studies showed that the in- 
crease in mortality of the standard 
group would be less than 15/1000 of 
1%. The more liberal treatment of 
civilian aviation risks is more signi- 
ficant, however, and a close watch on 
the aviation business written at stand- 
ard rates is indicated. With respect to 
medical impairments, consistency sug- 
gests the waiving of small medical 
extras at the younger ages but the 
acceptance of risks at all ages rated 
up 150% at standard rates would result 
in a significant increase in the com- 
pany’s mortality. 

J. E. Hoskins, Travelers, said that 
even with the general increase in fly- 
ing, practically all of the aviation risk 
of a pilot is extra hazard above that of 
the normal policyholder. The number 
of civilian pilot deaths is about 350 a 
year but a wide range of from 60,000 
to 350,000 in the estimates of the num- 
ber of active civilian pilots in the U. S. 
makes it difficult to determine the 
amount of extra hazard involved and 
whether standard insurance to most 
civilian pilots could be granted. It is 
a fallacy to argue that the generally- 
regarded low natural death rate of 
pilots offsets the aviation risk. Mr. 
Hoskins mentioned that the more lib- 
eral treatment of civilian pilots has 
resulted in a considerable increase of 
applications in this class. 

H. F. Rood, Lincoln National, said 

(CONTINUED ON PAGE 19) 





Your Mutual 
Benefit Life 


Man says: 





difference 
between 
selling 
policies... 
and meet- 
ing needs.” 


An insurance policy may or may not 
meet the client’s exact needs. And 
when life insurance is tailored to meet 
such exacting needs, it may require a 
combination of policies to get the 
best results. That takes training— 
and Mutual Benefit Life men, like 
Raymond L. Bibee of Hamilton, 
Ohio, spend a great deal of 
time acquiring the necessary train- 
ing for good plan- 
ning. And it pays 
off handsomely in 
satisfied clients. 
Mutual Benefit 
Life Insurance 
Company, New- 
ark, New Jersey. 
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READY FOR THE TOP? 


An agency executive position is open for a man who will be selected 
for his vision, courage, ability, and know-how—his background of 
accomplishments and his provable experience in establishing, ex- 
panding, and directing an agency force in our eight-state operation, 
as the 


HOME OFFICE AGENCY DIRECTOR 


who will receive a very substantial guaranteed salary, liberal pro- 
duction bonus, full expense reimbursement, and other valuable 
benefits in a modern and progressive legal reserve fraternal insur- 
ance organization which is pioneering the variable endowment 
contracts. If you are interested in a profitable, lifetime connection 
and if you are not over 50 years of age, we want to hear from you 
in sufficient details to justify your inclusion among those who will 
be interviewed. Replies will be held in strict confidence. Write to 


Peter Suto, President 


AMERICAN LIFE INSURANCE ASSOCIATION 
Founded in 1892 
BRIDGEPORT 5, CONNECTICUT 








door to success wide open 
for outstanding 


LIFE INSURANCE 


Executive 


Medium sized Midwestern Life Insurance Company spe- 
cializing in Hospitalization and H&A Insurance wants to 
formulate immediately a complete Life Insurance Division. 
A top grade life producer, familiar with sales promotion, 
underwriting, etc., who can prove by past accomplishments 
his ability, will find this opportunity to be a "once in a life- 
time deal". 

Complete actuarial assistance, sparked by promotion- 
minded management, will give you unlimited scope. Salary 
is open. Sell yourself in writing to: 


Box M-39, c/o The National Underwriter Co. 
175 W. Jackson Blvd. 
Chicago 4, Ill. 








MR. ACTUARY 


We are in need of an actuary who has 





passed two or more examinations of the 
Actuarial Society and has had Life, Acci- 
dent and Health actuarial experience. 
Well established aggressive Illinois Com- 
pany—75% of our business being Acci- 
dent and Health and Hospital Insurance, 
making A. & H. experience most essential. 
You will participate in Management prob- 
lems on all levels. Possibility of advance- 
ment excellent. Salary open. Give com- 
plete data of your experience. All replies 
will be held strictly confidential. 

Address Box M-33, c/o The National Un- 


AGENCY SUPERVISOR 

Long established Agency in Heart of 
America representing one of the country’s 
largest and oldest life companies, known 
for quality business. Agency covers metro- 
politan and rural area. Management op- 
portunities. Qualifications three or more 
years successful selling experience. Age 25 
to 38. Desire and ability to recruit and 
train career men. Salary, commission and 
bonus. Give all details. Address Box M-37, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





derwriter Co., 175 W. Jackson Blvd., Chi- 


cacao 4. Illinois. 
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has not as yet received its certificate of 
authority for an additional year need 
not be unnecessarily perturbed since 
it may never have been looked at as 
yet by the actuarial department.” 

As a result of the recent legislation 
and stricter enforcement and regula- 
tion by the board, Mr. Saunders said, 
it is contemplated smaller companies 
will merge, consolidate or reinsure or 
otherwise strengthen their position so 
they can become more competitive 
with the older and better established 
companies. “It is believed that any 
Texas company, therefore, operating 
either in or outside the state of Texas 
presently deserves the consideration of 
the commissioner, staff, or public of 
that particular state in which it is do- 
ing business,” he said. 


Pansing ot Nebraska said the rules 
proposed by the NAIC governing A&S 
advertising are essentially the same as 
those proposed by the FTC. “I hope 
the FTC will adopt these rules at a 
scheduled hearing on April 30 and va- 
cate citations currently pending against 
the 41 companies already cited by the 
FTC,” he said. “What has already been 
done to alleviate the situation is strict- 
ly temporary, and the long term solu- 
tion to the problem of some insurance 
advertising, not in the public interest, 
is the adoption of appropriate legisla- 
tion by the several states.” 

Current problems and issues facing 
insurance company management were 
discussed by Benjamin N. Woodson of 
Houston, president of the American 
General Life. 

On state supervision and the possi- 
bility of federal control, Mr. Woodson 
said: “I believe in state supervision on 
its merits . . . because I believe in the 
more local and more personal super- 
vision which the state can give, and 
most of all because I believe we have 
too much centralization of government 
already, and that what we don’t need 
most is more of the same. There is 
basis for concern lest state supervision 
weaken its case at a time when Con- 
gress needs only to crook its finger to 
bring centralized supervision into be- 
ing.” 


A second major worry of insurance 
management, he said, was the constant 
increase in the amount of group term 
life insurance which can be written on 
one life in America. He said he was not 
disturbed about the fact that $100 bil- 
lion of group term is now in force out 
of a total of $400 billion or the fact that 
group in force is now 10 times greater 
than 20 years ago. “But one of the most 
frightening developments in our busi- 
ness is the extraordinary growth in the 
amount of group insurance which can 
be placed upon a single life.” He said 
this condition was bad for the public, 
bad for the companies and bad for the 
American agency system. “I believe 
that a little group is good, but a lot 
isn’t necessarily better.” 

“The opponents of the equity annu- 
ity,’ he said, “say that we shall be 
trading on the good name of life in- 
surance to sell something which is not 
guaranteed; that the inevitable decline 
in market values will bring disillusion- 
ment and ill will; that the variable 





GENERAL AGENCY OR MANAGERSHIP 

DESIRED IN FLORIDA 
Age 30. Currently G. A. of a growing nape. 
Successful selling and G. A. experience. If you 
have an agency that needs revitalizing or want 
it to continue to grow, youth and experience 
are mine. Reply to Box M-27, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 


ATTENTION: LIFE COMPANIES 
General Agency or Managership desired in 
Florida or far West. Twenty years experience in 
selling and managing both in Life Insurance 
and Accident and Health. L.I.A.M.A. graduate. 
Write Box M-6, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 

















AGENCY MANAGERS WANTED 


TO spearhead expansion program of one of na- 
tion's top fifteen life companies, 26 appointments 
will be made this year in U.S. and Canada. 
Prompt, confidential interviews will be granted 
qualified applicants. Send complete résumé to: 
Box #K-23, The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, IIlinois. 











annuity is laden with opportunities fo 
misrepresentation at worst and mis. 
understanding at best, and that we 
may find ourselves holding unwanted 
economic power which will bring with 
it new complications and difficulties, 

“The proponents argue that the pub. 
lic wants it, needs it, and will have jt 

. and it will be better for our busi. 
ness to offer it than others.” 





Expect 200 at California 


Management Conference 


About 200 general agents, managers 
and supervisors from Arizona and 
southern and central California are ex. 
pected to attend the southern Califor. 
nia area management conference a 
Pasadena May 17. Speakers and their 
topics include R. W. Osler, vice-presi- 
dent of Rough Notes Co., “Like It o 
Not, These Problems You Face”; Wil. 
liam E. Hayes, general agent, New 
England Life, Boston, ‘Long-Range 
Planning for a Sound Agency Growth’. 
Coy Eklund, Equitable Society man. 
ager at Detroit, “Be Specific in Plan. 
ning and Functionalizing an Agency”: 
Dr. R. E. Burns, president of the College 
of the Pacific, “The Growth Potential 
of California,” and John Parker, vice- 
president of the Univac division, Sper. 
ry-Rand, New York, “The Use of Auto- 
mation to Control Non-Sales Costs.” 








Small Group Cover in Mich, 


Michigan legislation reducing from 
25 to 10 the required size of an em- 
ploye group under group life contracts 
has been approved by Gov. Williams. 
The measure goes into effect immedi- 
ately. 


Dallas Selectors Hear Gifford 

Eighty-five members of Dallas Home 
Office Life Underwriters Assn. at the 
March meeting heard Gordon Gifford, 
second vice-president of American 
Service Bureau. In his talk entitled 
“Change of Climate,” he pointed out 
the necessity for adaptability in 
thought and action for both home of- 
fice underwriters as well as for those 
engaged in inspection work in ap- 
praising risks involving such current 
underwriting problems as juvenile de- 
linquency, dope addiction and reckless 
driving. 








Jeff. Standard Sales School 
Jefferson Standard Life held a 6-day 
sales training school at the home office 
for 32 agents from 14 states and Dis- 
trict of Columbia. Director was Seth 
C. Macon, superintendent of agencies 
and sales director, aided by W. L. Sea- 
well, superintendent of agencies, I. K. 
Johnson and J. G. Griffiths, assistant 
superintendents of agencies. 








A&H Club to Hear Non-Can Talk 

Peter J. Burns, executive assistant of 
New York Life, discussed why his 
company withdrew from the field of 
cancellable coverage in favor of non- 
cancellable at the May 1 meeting of 
A&H Club of New York. 





Jack Barry in New Post 

Dunn & Thompson, managing gen- 
eral agency at Los Angeles, has ap- 
pointed Jack Barry vice-president in 
charge of the life department. The 
agency represents Canada Life. 





National Fidelity Appoints Gray 

National Fidelity Life has appointed 
Louis Gray agency supervisor for 
Oregon and Washington. Mr. Gray 
lives in Portland. 





Detroit Leads Provident Mutual 
The Detroit agency of Provident 

Mutual Life led in first quarter sales. 

Roland D. Benscoter is general agent. 
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Actuaries Consider Wide Life, opined that perhaps a math ma- diction, he remarked. If the trade 
t Subj jor is not exactly the type student that practices conference had achieved the Industry Challenges 
~—— a Range of subjects makes the best actuary. solution that was hoped for, it would Jurisdiction Claim 
lities fo (CONTINUED FROM PAGE 1%) Arthur Pedoe, Prudential of Eng- have given the states lacking regu- A 
nd mis. that he felt companies would be in- land, mentioned some of the problems lation in the FTC area a chance to put nr ere eee 
that wel insistent if they were to broaden of actuarial personnel as compared through some legislation and thus public law 15 enacted by the 79th 
nwantej§f ineir standard class when they are with other company personnel. bolster the legal position of the states Congress. , 
ing with making fine distinctions by grading G. G. Myer, Confederation Life, felt on the issue of jurisdiction. However, Public law 15 provides that no act 
‘ulties, remiums according to size of policy. that the shortage of qualified stu- this result also is in doubt now that of Congress shall be construed to in- 
he pub.f"G. T. Prentice, Imperial Life of Can. ‘ents was basically a secondary school FTC has claimed it has concurrent validate, impair or supersede any law 
have it .ga, said his company has revised its Problem. authority and has put an entirely new ©nacted by a state for the purpose of 
ur busi.§ .xtra premiums for occupational haz- B. L. Daly, Penn Mutual, suggested interpretation on the McCarran act. regulating insurance unless the fed-- 
ards, eliminating many of the smaller professional assistance in the public Levering Cartwright, insurance jour- onl nw speniieenity nea: to Aaa 
‘tras, Studies showed that the re- Telations area. nalist and vice-chairman of the Union pei with the proviso that the federal 
ia sulting extra mortality of standard _R- G. Stagg, Lincoln National, ex- League mei "te aia the Sac ean eo 
classes would be small. Mr. Prentice Pressed the belief that some of the at the luncheon. Roy L. Davis, midwest {he business of insurance "to the x 
ice said that an appropriate charge should S°Ciety’s funds could be expended for manager of Assn. of Ce Ee: ee ae ee 
anager; {| be made in all cases where an extra * combined student and public rela- Companies, the chairman, is on va- bo atate lave,” the: aanceianeny ate 
na ani mortality risk exists. tions program. cation. The members of the group ™ent declares. The associations fur- 
are ex A. P. Morton, Prudential, said that A. L. Mayerson, New York depart- committee were seated at the head pecgeng i rane dngy lg ngs 
Califor. § while much improvement has occurred ment, reemphasized the need for table and were introduced. In intro- the states have enacted laws govern- 
ence aff occupational risks, some occupa- tention to the secondary school teach- ducing Mr. Pansing, Mr. Cartwright '8 insurance advertising. 
d their f tional extras will always have to be °°: R. A. Hohaus, Metropolitan, Har- remarked that the activities he has ‘ E ; 
ne retained and the granting of standard wood Rosser, consulting actuary, G. K. spearheaded have been controversial, 
>. Wit insurance to virtually all occupations Fox, Imperial of Canada, E. B. Lan- but regardless of what opinion may be “The three-to-two vote of the FTC 
t,” New # is unlikely. caster, Metropolitan, Mitchell Dezube, held of them, there is widespread ad- js itself indicative of disagreement 
“Rang! Marcus Gunn, California-Western Manhattan, also discussed briefly var- ™mration for the job of organizing and within the commission as to the proper 
-owth’: © states Life, said that he was strongly i0us aspects of the shortage of qual- management that Mr. Pansing has scope of the FTC’s authority,” the 
- man. ff in favor of eliminating many occupa- ified students. done. In the final analysis the A&S joint statement declared. “The dissent- 
Plan. tional extras in the interest of sim- business has benefited, Mr. Cartwright ing opinion by FTC Chairman Gwynne 
Colles: plification, particularly from the J ga te that ‘ has agreed toa code and Commissioner Mason clearly rec- 
stort agent’s point of view. Pansing Evaluates of advertising rules and out of all the ognizes the challenge to state laws 
vice] J. T- Byrne, Metropolitan Life, re- 7 F ape confusion has developed the new and state insurance supervisors and 
” Sper. ported that sampling techniques, al- atest FTC Decision Health Insurance Assn. of America takes sharp issue with the majority 
> Auto. # though used for many years, generally |__| ‘CONTINUED FROM PAGE 1) which was launched with an excellent opinion. 
sts.” have lacked proper statistical meth- within the FTC itself and the outlook esprit de corps. “The majority decision asserts that 
ods. Metropolitan uses the sampling as become clouded. He cautioned that the FTC has broad and far reaching 
Mich, § technique and quality control through- — _ oo aa and the indus- E, R. Brock Ends 50 Year jurisdiction and authority in the reg- 
out its operation with guides furnished try in dealing with this new turn of . ulation of insurance advertising, but 
n a by one division. He mentioned that ¢vents will have to avoid “wildness.” Career with Great-West panda ype oie ia would carry 
ntracts | this problem sometimes requires re- Mr. Pansing made no effort to con- _E. R. Brock, superintendent of A&S far beyond advertising. Through the 
lliams @ duction and elimination of sampling ceal that the American Hospital de- for Great-West Life and son of the efforts of state insurance commission- 
medi. § as well as its introduction in some Cision was a disappointment to him. company’s ers, public interest in the advertising 
areas. He indicated he was_ especially founder, Jef- area has already been served by the 
N. P. Jones, Prudential, reported on Surprised by the vote of Sigurd Ander- fry Hall Brock, is promulgation of accident and health 
| a developmental program in stratified Son of the commission, former govern- be a fait T cx. insurance advertising rules by the 
Home § sampling by his company. nor of North Dakota. Those voting tury of phan aa state insurance supervisors. The com- 
at the i A de against the new interpretation of Mr. Brock Mission’s decision therefore comes at 
ifford, public law 15 were Chairman Gwynne joined Great-West a time when the problem is being met 
erican R. E. Slater, John Hancock,. dis- and Lowell Mason. in 191 3 as an by the states.” 
ee pling — — by ae a i ‘a agent 5 aes en The associations’ statement notes 
dou 0 o simplify and streamline : ver, C., later = i 
y 18 procedures for smaller policies. Grati- =e See See: Hee: ae was assistant su- on aor is si tinge oro 
MEE cts wale achuwed lie sex. selves, Mr. Pansing said, do no vio- pervisor at Fort at was done after the adoption 
those eral factors including mechanization leet: So tee: Recemaanned: bar: FREee William, Ont., ee 
Me eA ilees comivel In restating his position on this score, then transferred Persons concerned had no doubt about 
irrent zr seal New York Life. i he asserted if the FTC rules are in- E. R. Brock to the head office the meaning of that act.” The associa- 
le de- i : a z, New York Life, in- terpreted reasonably they should cause . where he served tions then quote the following from 
ckless § dicated tr at exceptional results in sav- 15 conflict. Now that the FTC rules several departments until 1933 when the dissent: 
ings in time and money were made in }, h +’ hei 2 : €S he was named branch secretary at 
the policyholder service area by dele- ave had their final hearing, the Montreal. He was appointed superin- 7 3 : 
gating more responsibility and using Commission will study the record of tendent of A&S in 1946 following ser- x 
g-day | sampling methods work checks. pril 30 and then can adopt its rules, vice with the Royal Canadian navy The National Asan. of Insurance 
an 2 teak loan tie, oh OO ee on oe eS ee Comnnenieners: aegtien @ semen Sone 
Dis. | that in spite of many simplifications amendments. After this the companies modore. for the regulation of the insurance 
Seth & in portfolio, substandard handling and will be asked to sign indications of —_— business in acordance with the direc- 
ncies § amount and benefit standardization poentitilly Rainage1 icing banastin esa dagps Naff Now GA at Chicago Oe ee ee ee 
Sea- § for smaller policies, there still should THREE Gains S5 Cony ee see Ne oe for A i i i re i Ly Aap ane 
LMM bea premice didtrential by size 20% be cited for that failure, Mr. Pan- “OF SOHOGM United Life islatures. Other states have adopted 
istant Mitchell Dezube, Manhattan Life, Si28 Said, because the FTC authority Edwin T. Naff has been named man- |@WS Which in effect are equivalent. It 
recommended the issuance of family °Jy is in the area of false and mis- ager for American United Life’s new Ne ee ee 
type policies to handle the smaller !¢@ding advertising. Failure to comply agency at Chicago. Mr. Naff entered tions should have been taken if the 
re Bodom with FTC rules cannot be used in a insurance eight years ago at Chicago Parties thereto thought that the net 
nt of oe ral Me hearing against an insurer, but by the with Northwestern Mutual Life and TeSult would leave the law as it was 
his E. J. Moorhead, New England Life, Same token compliance with the rules later went with Bankers Life of Iowa. just prior to public law 15.” 
ld of § reported on the activities of the Bos- 0es not eliminate the possibility of a He was general agent at Chicago for The separate dissent of Commission- 
eof ton Actuaries Club’s student program. Citation. Washington National prior to going ¢* Mason says in part: “The issue here 
He recommended a fact-collecting No matter what comes out of the with American United Life. resolves itself basically into that very 
committee of the society on these mat- — bo or the latest decision, payer one a question—states’ rights 
ers. r. Pansing opined that the com- OK : “ vs centralized government. Our prob- 
; W. A. Thompson, New York Life, missioners will look better as the re- a Fi Sg che eg lem aa the determination of which 
indicated a new study which conclud- SUIt of the action they have taken in of Prudential who are members of the piilcsophy: is right-—Get ise legal 
2% J ed that the shortage of qualified math- dealing with the FTC in the industry independent International Union | of i ey ho pF Rite 
The | €Matics students was the result of on the matter of A&S advertising. The Life Insurance Agents have approved termine which road Congress had di- 
quality and quantity of secondary commissioners will be in a stronger 2 new contract by a three to one vote. rected us to follow in the instant mat- 
school instruction and the out-of-date Position. The union has 34 other locals in Wis- ter.” 
Watiematice curriculum. - : - consin, Ohio and Minnesota that are 
y gg Regge or per ae om m voting on the proposal which must be 
nted f tual, tance cies ge : e original expectation of the effect accepted by majority of the 2,300 Colonial Rai Clerical Salari 
eo Ragwenern hog r better of the trade practice conference was member-agents. The new contract See Le eae 
ray B level ns a e high school that it would achieve a factual solution would raise from 8 to 10% the com- Colonial Life has awarded a gen- 
; to the A&S advertising problem, ™Ssion rate on the fourth policy year eral salary increase for home office 
A. A. Windecker, Prudential, sug- Mr. Pansing said. There had been a and provide a flat $3 a week raise, and branch office clerical employes, 
gested a country-wide student pro- failure to act on the part of some states, = improved hospital and pension effective May 7, and has raised 
gram similar to the Boston Actuaries and it was forseeable that FTC would fiw, according to William Harper, starting salaries from $40 to $45 a 
jent 4 clubs. sieo: cs. Phare fn det 6. tebe. len Felgen — — He said ee Richard B. Evans 
: : ? = : bes verage salary now is prai i - 
a M. A. Linton, Provident Mutual who will say FTC has no iota of juris- $127 weekly. . - es a ee Lnig 
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Most Insurers Acquiescent 
to Proposed FTC Rules 


(CONTINUED FROM PAGE 1) 
however, it is obvious that public wel- 
fare will not be served, nor the bene- 
ficial purpose of sound advertising en- 
hanced, if the lines of administration 
and interpretation are drawn too fine. 
Several of the states, in adopting the 
NAIC rules, have added to the pre- 
amble a philosophy of sensible, flexi- 
ble administration and interpretation. 

He therefore urged that FTC con- 
sider the interpretations by states as 
these are evolved in the future and 
that in promulgating the rules it indi- 
cate its intention to do so. It is self- 
evident that legislation or regulation, 
where uniform, reduces time and ex- 
pense which in turn benefits the pub- 
lic. 


With present adoption of the NAIC 
rules by many states, plus prospective 
nationwide adoption, it is apparent 
that any marked variation by the pro- 
posed FTC rules from NAIC rules con- 
fronts the industry with a _ serious 
problem of compliance and prospective 
interpretation, he added. For that rea- 
son, in order that the two sets of rules 
may be subject to the same interpre- 
tation, he suggested that FTC rule 12 
be amended by deleting the words: 
“ordinarily associated with group in- 
surance as recognized in the industry.” 
This rule seems to be closely related 
to NAIC section 13, which permits 
advertising of franchise insurance 
whereas there is some question wheth- 
er such insurance could be advertised 
under FTC proposed rule 12 because 
members of franchise groups do not 
have exactly the same special rates 
or privileges ordinarily associated 
with group insurance. 

Robert J. Bird, Washington attor- 
ney, read a letter for Orville F. Gra- 
hame, vice-president and_ general 
counsel of Massachusetts Protective, 
which was devoted to a discussion of 
non-cancellable policies, in relation to 
the rules. The company had hoped, in 
the public interest, that the FTC rules 
and the code promulgated by NAIC by 
note or otherise, would include a de- 
scription of what could be advertised 
as non-cancellable and guaranteed re- 
newable A&S. 


“We do not consider that we are 
dealing merely with definitions, but 
rather with basic concepts,” Mr. Gra- 
hame wrote. “It is my understanding 
that the provision in the uniform poli- 
cy provisions referring to the right to 
continue a policy in force ‘by the time- 
ly payment of premium’ clearly means 
a guaranteed premium,” he stated. 

The letter stated it will be difficult 
for companies to operate “under these 
rules if there is any misunderstanding 
as to the basic concept of non-cancel- 
lable disability.” It also expressed the 
wish that FTC and NAIC had used 
“exactly the same language,” in the 
rules. It complimented the drafters of 
the proposed FTC rules for following 
as closely as they did the NAIC rules. 

D. S. McNaughton, associate counsel 
of Prudential, disagreed with Mr. Gra- 
hame. He agreed with FTC’s rule 4 on 
disclosure of policy provisions relating 
to renewability, cancellability, or ter- 
mination and said “this is not the 
proper forum where this subject 
should be raised.” 

Roy Anderson of New York Life 
supported Mr. McNaughton, as did 
Haughton Bell of Mutual of New York. 
Price Topping of Guardian Life said 


he would oppose making the rule more 
stringent. 

Commissioner Pansing of Nebraska, 
chairman of the NAIC committee 
which formulated the NAIC code, said 
he found “no substantive matter” to 
object to in the FTC rules. He joined 
HIAA in expressing hope that the 
rules would be administered fairly. 

Eugene Thore, general counsel of 
Life Insurance Assn. of America, said 
a number of companies have indicated 
“there would be difficulty in comply- 
ing with the rules.” He expressed the 
hope, however, the FTC and its staff 
will be reasonable in interpreting the 
rules. If that is done, he said, he be- 
lieves the rules will be workable. 

Cc. F. J. Harrington, executive vice- 
president of National Assn. of Casual- 
ty & Surety Agents, stated that the 
rules should be made to apply to 
agents and brokers to the extent that 
they are responsible for advertising. 

Moses G. Hubbard of Commercial 
Travelers of Utica and counsel of In- 
ternational Federation of Commercial 
Travelers Insurance Organizations, 
protested definitions contained in the 
rules. He said if they were to apply 
to form letters, billboards and some 
other forms of advertising, they would 
not work. The code should be uniform, 
he said, and should be made uniform 
before it is adopted rather than at- 
tempting to make it uniform by 
amendment after adoption. The code 
should be in simple language which 
an ordinary man can understand, he 
said. 

To determine whether a statement 
is deceptive, it should be read in con- 
nection with the policy concerned. He 
declared that rules 7, 9, 11, 12, 13 and 
14 are unnecessary because they are 
covered by rule 1. He urged an addi- 
tion to the rules to state that compli- 
ance with the code shall be construed 
as compliance with the FTC act as it 
related to advertising and practices. 

At adjournment, Mr. Mason said 
that the material presented at the con- 
ference will be taken under consider- 
ation by the FTC. 





Small Companies’ Group 


Holds Dallas Convention 
(CONTINUED FROM PAGE 1) 

J. W. Perry, Western & Southern Life, 
described provisions of the new federal 
income tax law as “extremely fair to 
all types of companies, since it 
smoothed out the inequities between 
large and smaller companies.” He sa- 
luted NALC for the part it played in 
formation of this law. 

In reviewing accomplishments of 
NALC, Mr. Brooks described it as a 
voice for the “‘younger, smaller, pro- 
gressive life companies” who found 
that they needed to “exchange ideas 
and band together in sort of a league 
of mutual defense.” 

Mr. Brooks said NALC played a suc- 
cessful part in persuading National 
Assn. of Insurance Commissioners 
to refuse support of proposed legisla- 
tion which “would have severely cur- 
tailed competition and freedom of en- 
terprise in the life insurance industry 
and would have delivered the entire 
industry over to a small group of very 
large companies and their agents.” 





Occidental Names Wilson 


James R. Wilson, former district 
manager for Equitable Society at Den- 
ver, has been named assistant manag- 
er there for Occidental Life of Califor- 
nia. Mr. Wilson, who joined Equitable 
in 1948, was named district manager 
in 1952. 


Warns A&S Code Doesn't 
Save State Authority 


(CONTINUED FROM PAGE 2) 
law enacted by any state for the pur- 
pose of regulating the business of in- 
surance.” 

The insurer involved, he recalled, 
was an Idaho company operating in 
about half the states. When it became 
insolvent the Idaho commissioner in- 
stituted proceedings for its liquida- 
tion under the Idaho laws. While such 
proceedings were pending, a creditor 
brought a suit in the Utah federal 
court for appointment of a federal re- 
ceiver. This was done and that receiver 
demanded surrender of the deposits 
held by the various states, some of 
which were fixed by law. In Louisiana 
this demand was refused. However 
many states gave up their deposits. “If 
the enactment of Public Law 15 and the 
Constitution of the U.S. can be so suc- 
cessfully avoided, evaded or ignored, 
the battle for exclusive regulation and 
taxation of insurance by the states is 
only beginning,” he said. 

However, he expressed the belief 
that the cause has not been lost nor 
will it be lost by “ultra vires orders 
issued by federal courts.’ The federal 
court is not authorized to direct a state 
to surrender a deposit which it has 
exacted, in the exercise of its police 
power, as a condition of a foreign in- 
surer doing business therein. 


This would violate PL 15 and Ar- 
ticle III, Section 2 of the U.S. Consti- 
tution and the Tenth Amendment. The 
U.S. Supreme Court, he said, has often 
held that the process of a federal court 
may not be invoked against the state 
under the guise of a proceeding against 
a state official who is simply perform- 
ing his statutory duty in the exercise 
of the state’s sovereign power. 

“If the federal courts can move into 
the field of insurance through the back 
door of receivership, it will surely not 
be long before they will be coming 
through the front door of judicial reg- 
ulation of insurance at the federal lev- 
el,” he said. 

Mr. Martin took cognizance of com- 
plaints that there has been a tendency 
for regulators to invade the field of 
insurance company management and 
that they have been guilty of over- 
regulation in certain respects. He said 
that over-regulation can be just as 
menacing to continued exclusive regu- 
lation and taxation by the states as 
inadequate regulation. 


Finally, Mr. Martin contended that 
lack of reasonably experienced insur- 
ance commissioners over long periods 
of time could be a threat to state regu- 
lation. The average term of the com- 
missioner should be lengthened. Of 
the states that do not elect commis- 
sioners the average tenure has been 
3144 years over the past 12 year stretch. 
To bring the effect home, he asked his 
audience to imagine the state of affairs 
in an insurance company that rolled 
its president over every 314 years, with 
the new man being a novice. Industry 
and the states should work together to 
provide more continuity. 

The compensation of the commis- 
sioner is so meager that the problem 
of regulation is made more difficult. 
The average annual salary (based on 
replies from 44 states) is but $7,142. 





Monumental Life has named 
Thomas J. Pheney and Harold J. 
Werner special home office represen- 
tatives in preparation for future ap- 
pointment as district managers. 


Rules on Owersees’ 
Sales Lack Allure 


for Big Insurers 


WASHINGTON—The Defense «&, 
partment has issued rules governin; 
the sale of commercial life insuran: 
at overseas installations but it wi 
take a little carpentry to fix them x 
that major insurers will be attracts 
to writing this business. 

The main objectionable feature ; 
that the new rules require that an 
insurer must comply with all the lay, 
and regulations of the country ; 
which the military installation is }p. 
cated. This would be more of a ny. 
sance than the trouble involved 
entering a state and of course with fz 
less business at stake. 

It seems likely that the Defense De. 
partment would be willing to chang 
this requirement in the interest of ge. 
ting companies of higher standing jp. 
terested in soliciting this oversex 
business. It was brought out at th 
hearings held on abuses in connectig, 
with writing such life insurance thy 
the more prominent companies hai 
not gone after it, leaving a clear fie 
for the “fast buck’? type of operation 








Transamerica Stock 
Up on Occidental 
Spin-Off Possibility 


NEW YORK—Stock of Transameric 
Corp., which owns all the stock ¢ 
Occidental Life of California, reache 
its high for the year, 4534, early thi 
week, mainly it is believed, on th 
expectation that President Eisenhower 
will sign the bill now before him re 
quiring Transamerica to divest itself 
of its non-bank holdings. 

Far from meaning that people think 
Transamerica stock would be worth 
more if it gives up Occidental and other 
non-bank holdings, the stock’s be- 
havior is taken to mean that Occident- 
al stock that can be bought by the 
public will be worth more than as: 
part of the Transamerica portfolio. In 
other words, there are investors who 
would like to buy Occidental as a life 
insurance stock but who would not buy 
it if the only way to get it was by 
buying it along with a slice of the other 
holdings they’d get by purchasing 
Transamerica shares. 

The assumption is that if the Presi- 
dent signs the bill, Transamerica will 
allocate shares of Occidental and other 
non-bank holdings pro-rata amon 
holders of Transamerica stock. 

Transamerica stock went down Tues- 
day to 4234. Some regard this a 
reflecting fear that President Eisen- 
hower would not sign the bill because 
of objections raised against it. How- 
ever, the more _ prevalent opinion 
seemed to be that, since he has gone 
on record as favoring such legislation, 
he would sign the bill and that the 
drop in price was merely due to profit- 
taking. 


New York Governor 
Signs ‘Giveaway’ Bill 


Gov. Harriman of New York has 
signed the bill which prohibits any 
insurer from offering life or A&S in- 
surance as an inducement to the pul- 
chase of any goods, securities, com- 
modities, services, etc. The attorney 
general already has ruled that the in- 
surance department had this prohib- 
itory authority in connection with the 
offer of accident cover with the pul: 
chase of motor cars, but this puts it 
into the law. 
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HACTS about 


John Hancock 


To bring the utmost in life insurance service and to 
meet the varying needs of the American people, the 
John Hancock maintains three separate sales organi- 
zations. As a result, Hexibility of work and career has 
been possible for those embarking on a wales future in 
the Company. Opportunity is always present for any 
man entering the sales department to choose the field 


of work most promising for his individual talents. 







Cm? 
MUTUALA LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


























The Case of the 
BATTERED BIRDBATH 






























Soived by Accident insurance 


A storeowner was pruning a tree in his 
backyard. He enjoyed the afternoon outdoors 
until he lost his footing and tumbled out of 
the tree and into a birdbath below. His sudden 
bath was for the birds and his injuries kept 
him out of trees for some time. (Claim pay- 
ment—$410.60) 


There is no time when a person can be sure 
of avoiding accidents. They can happen any- 
where, anytime. 


But if your clients have Accident Insurance, 
they’ll be sure of important financial protec- 
tion, helping to pay medical expenses and 
providing weekly indemnity payments during 
disability. 

The nearest Travelers manager will be 
happy to give you full details of The Travelers 
Modern Accident contracts . . . backed up by 
a full selection of attractive, forceful sales 
promotion materials. 


THE TRAVELERS INSURANCE COMPANY 


Hartford 15, Connecticut 





